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*Full profit from a full 40% dealer discount on 
all hand tools, multiplied by een 
volume—from selling a line that’s made right, 
priced right, displayed and packaged right... _ 
and known to ali your customers (profes- 
sionals, handymen, hobbyists, and millions of 
home owners) through long use and years of 
hard-hitting national advertising. 


Chances are you sell some Red Devil prod- 
uct now. Why not ask your jobber sales- 
men about other full-profit Red Devil lines? 


Union, N. J., U. S. A. 
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Merchandising Tips: 


When they ask for lawn fence... show them 


YCLONE ed Zao’ LAWN FENCE 


Lawn fence is one hardware prod- 
uct you have to sell. Even when 
they ask for it. For the average 
fence customer buys but once in 
his lifetime. And it is usually a 
major purchase for him. 

So, when home owners say they’re 
interested in seeing lawn fence, 
show the line that tops ’em all! 
Lead them right over to your dis- 
play of Cyclone “Red Tag” Lawn 
Fence and proudly point out why 
this is the finest lawn fence money 
can buy! 

Tell them about its quality fea- 
tures . point to the straight, 
parallel wires, the even picket tops, 
the durable galvanized finish. These 


are advantages which stand out 
in any comparison. Then, when 
you've convinced your prospect of 
the better quality and superior 
construction of Cyclone Lawn 
Fence, give him a free copy of 
the handy Erection Folder which 
shows him exactly how to put up 
his own fence. 

Cyclone “Red Tag’ Lawn Fence 
is available in both Woven and 
Welded styles . . . in single and 
double-loop construction . . . in 36, 
42 and 48 inch heights. Cyclone 
also offers you matching Gates, 
Flower Bed Border and Trellis. 
Your jobber can quickly take care 
of your requirements. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
954 60th STREET, OAKLAND 8, CALIFORNIA * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Time to check stock ... order ...and promote brands 
Western home-owners buy! For galvanized ware, it’s 
Boyco-—the brand that sets the quality standard. 
After fabrication, each piece is individually hand dipped 
in highest quality prime western zinc. ..then reinforced 
in spots that get the most wear. 
Put popular Boyco out where it can be seen ...and 
watch your sales and profits spring! 


BOYCO 
BoYCcO BOYCO BOoYCO 
GARBAGE PAIL TAPERED ASH OR CONE MOP BUCKET RUBBISH BURNER 
GARBAGE CAN : 


£3. 
—_ 
oa 
(pees 
i UM dered) 
Ed) 
* hot dipped galvanized e black steel, 
° 12”x oot © 29-gallon capacity hot dipped galvanized © 161/2”x 25” 
e lock side seam, double e galvanized sheet : — perforated * folded side seams 
seamed bottom ¢ raised bottom - papell son eabitateni ¢ Yo” perforations 
¢ offset bail grips cover securely riveted 4 Pompeii raised bottom 


when upright side handles fe pert mapas OE © convexed cover 


e fabricated from black 
steel 











Order Boyco’s galvanized ware from your local hardware jobber today 


\ UNITED STATES STEEL PRODUCTS 


5100 SANTA FE AVENUE, LOS ANGELES, CALIFORNIA + 1849 OAK STREET, ALAMEDA, CALIFORNIA 
DIVISION 


ONT ED STATE S 
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New handy handle 
helps sales! 


New, streamlined, 
“snap-on” handle is sturdy 
and adjustable to user’s 
height. Fingertip throttle 
control permits 
changing engine speed 
without stooping or 
stopping. Toe-tip 
control safety latch. 
Handle stands 

upright for 





























These features 
are your selling points: 





Side chute prevents clumping or matting 
Adjustable deflector controls discharge 
New, streamlined, “snap-on” handle 
Fingertip controls 

Inset wheels for close side trimming 
Staggered wheels prevent scalping 
All-steel wheels with recessed hubs 
Unbreakable steel deck 

“Sta-Temp” hardened blade 

Quick, easy cutting-height adjustments 
Large, wide-tread tires 
Nationally-famous 4-cycle engines 


Leaf mulcher included, no extra cost 


now bode app 


What do your customers need? 
There’s a Savage here for every re- 


quirement...in every price range! 





Model 31-T, 21” cut 





Model 30-T, 18” cut* 





Model 32-T, 20” cut 
Self-propelled 





Model 30-E, 18” cut 
Electric-powered, 
¥% hp, 3450 rpm 








Model 75-R, 18” cut* 





Modei 55, 16” & 18” 
Model 45H, 16” 
Mode! 35, 16” 
Model 35H, 16” 





Savage “Sweepalawn”® 
24” & 30” width 





VW Check List of 
ACCO Popular AMERICAN Chains for____ 
Your''Do-It-Yourself’” Customers... 


e The “Do-It-Yourself” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 


AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless ‘‘Do-It- Yourself’”’ uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. 
For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 


C) Garage doors (1) Furnace regulating 
CJ Pipe hanging C) Fire escapes 

C) Porch swings C) Ornamental uses 
(J Playground equipment _[[] Furniture braces 
(J Lawn borders [) ...also snaps— 


. ; swivels— 
(1) Gymnasium equipment vapiale takes 
CJ Dog runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ACCO’s New Packaging = a 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 


Display these colorful packages on ACCO American Chain Division 


your shelves and counters for your 


“Do-It-Yourself”? customers’ con- ae AMERICAN CHAIN & CABLE / Better \ 





venience. 





@ Order from your nearby cerwar York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 


\ ,) Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
AMERICAN CHAIN wholesaler \ ay, Portland, Ore., San Francisco, Bridgeport, Conn. 
For Details Circle 6 on INQUIRY CARD 
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NEW FROM NICHOLSON! 


ROTARY MOWER FILE 


the file with over 5,000,000 prospects 


Read about the file that will be 
among your best sellers six months 
of the year. 


From Nicholson comes a brand-new 
file with fast turnover and big volume 
assured through lawn care season . .. 


from April through September. 


It’s the new Nicholson Rotary 
Mower file, the first file made specifi- 
cally for this purpose. It’s a file with a 
five million sales potential today— 
and every rotary sold makes it bigger. Brilliant colorful display box with flap top 
merchandising card. Encourages impulse sales. 


With volume comes generous Holds 12 files in 11” x 2%” of counter space. 


profit. At 89¢ each, you get $3.56 
profit on every dozen. All you have 
to do for lots of sales is show the 
Nicholson Rotary Mower file with 
mowers, garden and lawn supplies, 


Order generously (they'll sell fast)! 
Order now! 


Individual Plastic Pack — Introductory ads May 
for each file. Another : and June in The Saturday 


: ; ; merchandising helper. ‘ "384 Evening Post, Popular 
Clip this page as a reminder Transparent front, orange a u | Mechanics, Popular 
next time you order! back with easy, 4-step F Science, Farm Journal 
instructions. For hanging, and Progressive Farmer 
hole in end matches 
hole in file tang. 





Your Selling Price 
Per Dozen...... $10.68 


Your Cost Per Dozen . . $7.12 
Your Profit Per Dozen . $3.56 











(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


Otto NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
2 is.a.* le 


NICHOLSON FILES A FILE FOR EVERY PURPOSE 


SE ee ee ae Re IAN TT ine 
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on your counters, in your windows. 
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Swan 1957 consumer advertising will make more 
than 33,000,000 SELLING IMPRESSIONS... 
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SWAN RUBBER of Garden Hose 


World's Lorges? -_ 


Ads will appear in 


MARCH 
APRIL 
MAY 
JUNE 
JULY 


right through the heart 
of the garden hose 
buying season! 
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BETTER HOMES & GARDENS | 
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SUNSET 














HERE’S HOW TO CASH IN ON THIS POWERFUL SWAN CAMPAIGN 











Aswan GIVES HARDWARE MERCHANTS THE ONE : 


COMPLETE LINE OF RUBBER AND PLASTIC HOSE... 
Designed Right... backaged Right and Priced Right / 


SWANSEAL NO. 8640 


A full %-inch inside diameter solid ex- 
truded plastic hose of LOW TEMPERA- 
TURE plastic that remains soft, flexible 
and pliable at 50 degree temperatures! 
Retails at $7.95 . . . about what com- 
petition asks for an ordinary ‘2-inch 
plastic hose. CHECK YOUR INVEN- 
TORY NOW! 


SWAN SINGLE BRAID RED REIN- 
FORCED RUBBER HOSE NO. 8101 


An American favorite! For the customer 
who must have a dependable hose 
every day in the year in all kinds of 
climate no other hose at $9.95 gives 
such dependabie service. Have plenty 
in stock for the 1957 season! 


SWAN PRESSURE-MESH 
NOS. 8860 & 8960 


Swan's latest hose creation! LOW- 
TEMPERATURE plastic reinforced with 
Nylon truck tire cords! Remains soft, 
pliable, easy to handle in 50 degree 
temperatures! Leave it in hot sun un- 
der full pressure for days . . . it won't 
burst! Have pleny in stock for 1957... 


2 ate THESE ARE ONLY A FEW ITEMS OF THE SWAN 1957 
the demand will be terrific! 


LINE. WRITE TODAY FOR 21 PAGE FULL COLOR SWAN 
CATALOG SHOWING 15 HOSE STYLES, THE SPRINKLE- 
SOAKER AND TWO STYLES OF LAWN SPRINKLERS! 


USE THESE FREE 
RETAIL SELLING 


HELPS T0 BOOST 
HOSE SALES AND 
PROFITS IN 1957! 


“Small Item” Envelopes 


Millions have been used for 
packaging small items. Keep a 
box at your cash register. They 
pack a potent Swan selling 


Swan Book Matches 


Swan Envelope Stuffers 
Fit business size envelopes. Six 
pages in full colors on Swan 
Plastic and rubber hose. Send 
them with statements, direct mail- 
ings. Ask your Swan Jobber. 
They’re FREE! 


message. Your Swan Jobber has 
them. They’re FREE! 


SWAN 
MERCHANDISER 


The original garden hose sales- 
man! More than 30,000 in use. 
Strong metal, with casters. Can 
be moved about store or out- 
side to attract side walk traffic! 
Order from your Swan Jobber 
today. 


Swan Pocket Protectors 
Plastic, protects shirt pocket. Ev- 
ery store salesman should have 
one. Helps sell Swan hose. Freel 


They strike every time. Hand them 
out to your customers and prospects. 
Order them through your Swan 
Jobber. 


VVE WN -10)-1-1-4- Meeote) 1 -)-¥. bh Atm -i' 1h aah Melillo 


Worlc’s Largest Manufacturer of Garden Hose 





Merchandise Now In The News 








125—SUNSHINE BRIGHT yellow 
handles are added to ’57 line of 
chrome plate kitchen tools. Combined 
with narrow charcoal band and tur- 
quoise base, the yellow handle follows 
growing trends for colorful kitchens. 
New colors were selected by Raymond 
Spilman, noted interior decorator.— 
Washburn Company. 


126— END THOSE SHORTS with 
combination spotlight and electrical 
circuit continuity tester, featuring an 
industrial flashlight with built in jack. 
Tester works on three-volt battery 
supply and checks wiring, controls, 
circuits, fuses, grounds, shorts and 
all non-live wiring.—Bright Star In- 
dustries, Inc. 


10 


127—HUNGRY SOIL? Quick, easy 
means of feeding liquid fertilizer to 
lawns, flowers, trees and shrubbery 
is provided by Gro-Gun attachment 
to product container. Correct mixture 
is automatically obtained when gun 
is fitted to garden hose and fertilizer 
is sprayed through device—Na-Churs 
Plant Food Company. 





128—DIG THIS—or at least dig with 
this new all purpose spade, built for 
rugged duty and long life. Made of 
13 gage high carbon steel in both 12- 
and 14-in. sizes, the spade has a 
convenient, turned step and is equip- 
ped with a 27-in. northern ash handle 
in an 1l-in. polished socket—O. A. 
Ames Tool Division. 








129—TEA FOR TWO or for eight 
in this high-styled new instant coffee 
and tea maker. Gold anodized alum- 
inum ball on a six-in. chain is con- 
veniently suspended for easy brewing. 
Matching 22-karat gold trim band and 
sunburst decorations make this item 
a real eye-catcher for display. — 
Pyrex-Corning Glass Works. 


130—OUTLET SHORTAGE BLUES 
are ended by this packaged wiring 
system which provides quick, easy and 
safe installation of eight outlets. Con- 
sisting of individual 16-in. pre-wire 
units that interlock, this Underwriters 
approved product can be mounted on 
any wall surface, counter top, floor 
cabinets and work benches.—A. H. 
Massey, Ine. 
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For additional information on 
any item shown on these 
pages, please circle number 
on the Reader Service Card, 
facing Page 64 in this issue 
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131—BRIGHT BRASS BEAUTY is 
the outstanding feature of this new 
shelf standard and bracket set, de- 
signed for quick, easy installation of 
shelving of any length and material. 
Innovation is in answer to decorative 
fashion demands for brass shelf fix- 
tures to harmonize with modern room 
detail Knape & Vogt Manufacturing 
Co. 


132 — MAKE- BELIEVE MOTHERS 
will delight in new deluxe folding 
stroller which features 11x11%%-in. 
fringe canopy and 8-in. deep shopping 
bag. Scaled down from _ baby-sized 
models its 9x10-in seat holds a 26-in. 
doll and its highly detailed exterior 
should please any child.—South Bend 
Toy Manufacturing Co. 
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133—TO THE RESCUE of the ladies 
is this “Firetender” which, through 
use of scientifically engineered me- 
chanical leverage, allows user to lift 
6-in. log or the smallest ember with 
only one finger. Replacing poker and 
tongs the tool feeds fuel, pokes drafts, 
manages fires.—Centre Brass Works, 
Ine. 


134—GOES WHERE YOU GO. This 
lightweight, low cost electric chain 
saw makes work easier for farmer, 
nurseryman, contractor, or home 
owner. When obstruction makes nor- 
mal felling difficult, saw can be taken 
right up into tree. Also invaluable 
where undercutting in awkward 
places.—Porter-Cable Machine Co. 


135—ROUND AND ROUND she goes 
and doesn’t stop until an area up to 
40 feet in diameter has been watered. 
Minimum - priced sprinkler features 
cast iron base and all brass head and 
arms. A real item for bargain spe- 
cials.—W. D. Allen Manufacturing Co. 


136—POWER TO SPARE has been 
given to a new line of lighter but 
more powerful electric drills in sizes 
from %-in. to 1l-in. Designed for 
heavy duty applications, the drills 
run cooler than former models at 
speeds from 430-300 r.p.m.— Thor 
Power Tool Company. 


137—LESS STABLE SPACE for this 
“horse” is made possible by new Fold- 
N-Store sawhorse legs, which screw 
to any length 2x4 or 2x6. Nothing 
to remove before storage makes a 
clever device even more practical. All- 
steel, rust-resistant finish.— E. C. 
Livingston Co., Inc. 
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] A Great New Profit-Maker! 


NE MILLERS FALLS 
FORWALUE - +s IT’'S\Y-LINE 


/ 


RAZOR-SHARP 
KNIFE BLADES 
IN HANDLE 


MILLERS FALLS 
Troot.s 


YOU NAME IT! IT CUTS IT/ 


Maes! band otd pews: teak wade ter Some sed edatry 


No. 789 Saw-Knife Set 


Regu ft 
ak | cote 








This new tool of a thousand uses promises 
to rival the sensational No. 725 “Nest of 
Saws” in sales appeal. The Utility Knife 
handle which contains five razor-sharp blades 
comes complete with a No. 9 9-tooth wood 
cutting blade, a No. 7 18-tooth metal cutting 
blade and a No. 8 24-tooth metal cutting 
blade. Cuts anything from soft wood and 
frozen food to mild steel, sheet metal, BX 
cable — practically anything. Attractively 
carded for display and priced to sell like 
wildfire! Packed 6 per box. 





A Real DYNO MITE Buy! 


No. 2140 
Universal 
Jig Saw 


ooo 


€ |. , 





- veniens FOR $9 95 


HARDWARE WEEK 
L. 








Fits any 1/4-inch electric drill, and saws curves, irregular 
shapes or straight lines in wood or metal. It’s priced to 
sell fast. Better be well stocked on this ‘‘Dyno-Mite” item. 
Packed singly in colorful display carton. 


ALL PRICES MYND ioe § Order today from your jobber and get set to 


CASHIN ON HARDWARE WEEK Apr.25-May4 


33-1/3% DEALER PROFIT! 





A Sure-Fire Seller! 


No. 1455 Low-Angle 
Block Plane 


Regular Jist 





$ HARDWARE WEEK 





SPECIAL FOR & 3 50 








This popular block plane has a 12-degree 
angle to permit fast working in hard woods 
and end grain. Depth of cut is adjusted by 
nickel-plated screw and locking lever. Fine 
tool steel iron is 1-3/8” wide. You'll find this 
plane is a ready seller to both professional 
and amateurs. Packed 1 per box. 


~ Millers Falls Company Dept. HW-14 Greenfield, Mass. 
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COMMEN T — 
Awareness for 1957 


Since January 1, it has been my experience to have listened 
to 48 speeches, all within the industry. 

They were given in conjunction with housewares shows, hard- 
ware conventions, conferences and markets. They were heard in 
Chicago and many western cities. Some were contradictory .. . 
some purely inspirational . . . some contributed good facts for 
thought about trends... most of them put out the usual warning 
signal for the dangers ahead while predicting a fair increase in 
business for 1957 over 1956. 

The most significant thing about most of these speeches was 
how so many of them touched upon the future of distribution. 
There were many different ideas expressed but it was a common 
thought that today’s wholesaler and retailer should be ready to 
make rapid changes in operation in order to be able to make a 
profit and to cope with competition. 

Competition . . . that is still the mystery of the future. Some 
of it today is plaguing the retailer in particular and manufacturer 
and wholesaler in just a little lesser degree. The retailer is aware 
of the more obvious methods of competition but there is a tre- 
mendous amount of merchandise going to the public by means of 
stamp redemption centers, premiums, prizes, door-to-door sales, 
ete. 

It seems that the retailer’s principal and most effective 
weapon is an immediate stepped-up program of merchandising. 
Surely, you can back up legislative moves, but you can’t stop com- 
petition entirely by legislating it out ... you only change it. Some- 
times it becomes worse. 

You can still get your share of the business if you put out the 
right amount of effort to persuade people in your area to shop 
with you and then do the right things when they come into your 
store. 

The right thing means to watch for the changes that will 
have to be made. These changes may involve spending less time 
buying .. . more time selling and promoting . . . increasing the 
flow of merchandise per square foot per employee. 

We are indeed aware that many changes may soon take place 
in selling and we wish to assure you that we will try to report 
them as rapidly and thoroughly as possible to help you keep up 


your awareness. bi 
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NEW PRODUCTS— Continued From Page 11 





138—HOLD IT better with this new 
brown friction tape offering superior 
adhesion, high tensile strength, out- 
standing weathering, high dielectric 
strength, superior aging and non-rav- 
eling. Maker claims most outstanding 
performance. — Boston Woven Hose 
Co. 


139—SPRING-FRESH AIR on even 
the warmest days is possible with this 
“Polar-Pak” self-contained, waterless 
air conditioner. Unit may be installed 
anywhere and tied into existing forced 
air heating systems.—Coleman Com- 
pany, Inc. 


140—EASIER AND EASIER become 
the housewife’s chores with such items 
as this self-dispensing rug and floor 
brush. Trigger on handle controls flow 
of cleaner or detergent through bris- 
tles. Exact amount of cleaner really 
gets the dirt—Master Manufacturing 
Company. 
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141—END HANGING CORDS with 
this all-bakelite, one-piece, clock 
hanger outlet, which features a non- 
corroding metal hook which locks in 
position and won’t twist. Receptacle 
unit holds coiled cord and large size 
cap.—Royal Electric Corporation. 


142—LONG NOSE, solid joint pliers 
have been designed primarily for use 
in electronics, automotive and aircraft 
repair work. Coil springs between 
handles have added greater versatility 
to the priers and cutters in the line.— 
Diamond Calk Horseshoe Company. 


143—ONCE OVER LIGHTLY with 
this new power trimmer is all that is 
necessary to keep hedges and bushes 
in shape. Weighing only 5% pounds 
the trimmer features “trap-lock” cut- 
ter teeth to eliminate broken or half 
slashed shrubbery.—Portable Electric 
Tools, Inc. 





144—COOL CLEAR WATER is al- 
ways available in this new colorful 
water bag featuring a Western motif 
and available in four colors to har- 
monize with automobile tones. A good 
souvenier item, the bags are wel! 
made and highly practical.—H. Wen- 
zel Tent & Duck Company. 


145—ERROR - SAVING sliding door 
pocket-frames can be ordered by 
builders with no chance for error. 
Completely adjustable to all doors 2’ 
to 3’ wide, 6’6” to 6’8” high, %4 to 
1%” thick, set replaces 4 to 10 sizes.— 
Stanley Hardware. 


146—HOLD THOSE WIRES with 
this toggle bridle ring, a simple meth- 
od of wire installation. Bridle rings 
may be pre-installed and wiring job 
completed afterward. This method is 
widely accepted in the electrical in- 
dustry.—U. S. Expansion Bolt Com- 
pany. 
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PROLON 


MELMAC® QUALITY, MOLDED MELAMINE 


DINNERWARE 


Prolon’s “Florence”. Colors: Copper, Bone White, Dawn Grey, Turquoise Blue, 
High Noon Yellow, Sunset Red, Midnight Black. 


Prolon’s “Cadence”. Colors: “Sugar ’n’ Spice” 
flecked pattern—subtle, yet outstanding. In Yellow, White, 
Melon, and Green. 


THESE PIECES 
IN EACH LINE: 
Dinner Plates 
Salad Plates 
Bread and Butter Plates 
Soup and Cereal Bowls 
Fruit and Dessert Dishes 
Creamers and Closed Sugars 
Vegetable Dishes 
Serving Platters 


ALL PROLON LINES 
AVAILABLE IN: 

Open Stock 
Individual Place Settings 
16-piece Starter Sets 
20-piece Starter Sets 
35-piece Dinner for Six 
45-piece Dinner for Eight 
5-piece Service Set 


NEW-— Stacking Cup. 
and Compartment Tray 


(Colors: Mixed or Matched) 


Prolon’s “Prolonware”. Colors: Primrose Yellow, 
Bone White, Celadon Green, and Melon. 


“Cadence” and “Prolonware”’ service set, including 15" 
platter, open vegetable dish, creamer and covered sugar. 
In “Cadence”: “Sugar 'n’ Spice”, the flecked pattern; and 
“Prolonware” in plain colors. Both in Primrose Yellow, 
Bone White, Celadon Green, and Melon. 


For Hospitals, Schools and Restaurants, additional “Prolonware” pieces are avail- 
able in Stone Grey, Buff, Coral, Pastel Blue, Pastel Green, and Primrose Yellow. 


PROLON Division, Pro-phy-lac-tic Brush Company, Florence, Massachusetts 
For Details Circle 10 on INQUIRY CARD 
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147—WHY WALK? When you can 
ride this power mower and take care 
of a wide variety of outdoor chores 
at the same time. “Mark XXVI” will 
grade and seed lawns, mow the grass, 
sweep leaves, and can clear snow 
during winter months.—Porter-Cable 
Machine Company. 


Ne % 


148—BICYCLE GRIPS molded of du- 
rable vinyl plastic are features of a 
new set of garden tools. Grips have 
pliable softness that avoids blisters, 
yet molded finger grips underneath 
and the ribbed top give firm control in 
the hands. — Capson Manufacturing 
Company. 


149—BACK-SAVER SPECIAL is this 
18-inch rotary power lawn mower 
priced to sell under $60. Mower boasts 
many quality features including all- 
steel deck, rock deflectors, automatic 
slip-clutch, non-scalping wheel ar- 
rangement.—Monark Silver King, Inc. 
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150—SPRING SPECIAL is offered on 
three regular catalog quality items by 
this manufacturer. Shown is 4” elec- 
tric drill bit set with a reduced dealer 
price of $1.96 each and suggested re- 
tail of $3.00. Timed to build extra 
sales.—Irwin Auger Bit Company. 
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151—GOOD-BY TO TUBES with this 
high-quality all-transistor portable, 
featuring a virtually water-proof 
vinyl-on-aluminum case, five-inch 
speaker, printed circuits, automatic 
volume control and long-range, built 
in antenna, 6 Transistors. — Aruin In- 
dustries, Inc. 


152 — MADAME-DO-IT-YOURSELF 
with this “Lady Sue” paint brush de- 
signed expressly for the feminine 
trade. To trade on the ladies’ taste for 
color these nylon brushes come in a 
series of highstyle shades from Orchid 
to Flamingo. — Devoe & Raynolds 
Company, Inc. 


p= 


153—BANISH LADDER FALLS with 
new ladder-leveling “safety-leg”, 
which makes it completely safe to use 
any ladder on uneven ground. Exten- 
sion is made of high-grade steel and 
adjusts automatically from normal to 
6” and locks.—Rolas Products Corp. 


154—SUN-LESS SUN DIAL tells 
time by use of a shadow line projected 
from the interior of this interesting 
clock. Modern in design the case is 
brass, topped by a convex plastic 
crystal to protect the face of dial. — 
General Electric-Telechron. 


155—KEEP DESKS NEAT with new 
“Mail Minder”, divided in four sec- 
tions marked for “MA,” “PA,” 
“BILLS” and “JUNK”. Black baked 
enamel finish over heavy gage 
wrought iron, 20” overall, with “cas- 
ual” white lettering. — Robert Emig 
Products. 
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Hardware Week 
Special! 





HER HANDS STAY LOVELY... 
DISHES SPARKLE FAST! 


No more messy dishrags . . . no more half-clean 
dishes, glasses, pots and pans or silverware. The 
long-handled Speedy-Clean keeps her hands out 
of harsh dishwater while it cleans all kinds of 
dishes better, cleaner and faster. She’ll have more 
free time for movies, TV, bridge. Faced with 
millions of dishes to wash in her lifetime, every 
housewife will want a Speedy-Clean Dishwasher. 
Better stock up right now. 


SELL HER ALL THESE USES! 


“y 
| 
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La oil 
GLASSWARE—Fully rounded 
face washes glasses thor- 
oughly—cleans bottles, too. 


; we 
\— i 7 
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POTS 'N PANS—Long-wear- 
ing SARAN bristles clean out 
corners and edges of sticky 
pots and pans. 


SILVERWARE—The only an- 
swer to cleaning spoons, 
knives, between fork tines, 





SCRAPING DISHES FOR 
AUTOMATIC DISHWASHER 
—With Speedy-Clean, dish- 
washing becomes almost nice! 





I a, Is 


The light, sturdy brush 
that washes dishes 
FASTER, EASIER, BETTER! 


SELL IN VOLUME 
WITH SMART DISPLAYS 


DISPLAY PACK 


& Speedy-Clean Dish- 
washers (3 yellow, 3 
pink) protectively pack- 
ed in stand-up display. 
Just insert colorful top 
sign and start to sell, 


INDIVIDUAL PACK 


One Speedy-Clean Dish- 
washer, carded for hang-up 
display, in printed, folding 
carton ... ideal for mass or 
jumble display. 


rdware week 


April 25 thru May 4 





SPEEDY-CLEAN $449 
ea, 


WILL RETAIL AT (Reg. $1.69) 


See Your Jobber for ali details! 


ee 


: 
Wy . f 
We are an industry Sponsor 


farha, Advanced Course in 
Hardware Retailing 


OX FIBRE BRUSH CO., INC. 
FREDERICK, MARYLAND 
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New-design grass shears 











Comfortable palm-fit- 
ting, nonslip grip. Pro- 
‘tective plastic grip (ar- 
row) avoids blistered 
fingers. 


promise BIG sales 


Draw-cut Slicing Action Cuts Grass Easier, Faster 




















Extra-long, wide-opening 
blades let you gather 
more grass for cutting. 
Pivotiless blade assembly 
puts constant cutting 
pressure between blades. 


No more scraped 
knuckles. See the 
wide, lower grip 
clearance. Flat bot- 
tom blade lets you 
cut close to the turf. 


For Details Circle 12 on 


There just aren’t any shears like these new No. 22 
Garden Club. They have no pivot bolt; they have 
the only true draw-cut slicing action. Their longer 
blades open wide, gather more grass. As the en- 
tire upper blade assembly draws backward, they 
whisk grass cleaner, neater than any other shears 
you've held in your hand. 

Give them a test. You'll see that the new No. 22 
Shears will give you more to talk about with your 
customers than any others made. 

Why not order yours today? Be prepared for large 
volume. Contact your True Temper wholesaler now. 
True Temper, 1623 Euclid Ave., Cleveland 15, Ohio. 


larha MLA 
\ ad Hardware Retailing \Y 


TRUE TEMPER 
You can look to i for leadership 


No. 22 


True Temper 
Garden Club 


$2.75 retail 
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. « . with the new SPARK LEEN' liner 


If it’s not cold, it’s not drinking water! 


Right there lies the big selling point of ARCTIC NOTE THESH IMPORTANT 
BOY portable water coolers ...they keep water CONSTRUCTION FEATURES 
refreshingly cold, sparkling pure and clear, thanks - 
to the amazing SPARKLEEN liner that is abso- Caivanced ae 
lutely non-toxic, odor- and taste-free. —_Sreast_, ft Fully Enclosed 





— over 


ARCTIC BOYS are big and rugged, too...they’re Opening. 
built to take abuse on construction jobs, at mines, in oe his Spe Foe 


oil fields, warehouses, service trucks—everywhere Easy to Ice Better 
and Clean Insulation 
men work. Ideal for hunters and fishermen, too. 


Stock and feature ARCTIC BOYS in popular 2, 3, Locked ‘ Hot-Dipped 


Galvanized 

5, 10 and 15 gallon sizes. With the famous De Luxe an — semar Inset, a 
name and their many “extras,”’ they’ll bring extra beverages to Rust or Leak 
sales and profits to you! Corrugated 


ides x 


eee ated, 
4 Recessed 
p 5) Y S WEANY METALWApe O86 
y 
Eye-catching, full-color va Extra Deep flan Moustte 


a Inset Support ae 
ARCTIC BOY display card a atom lf —— 


available on request. % y 








Brass-Nickel 




















~ 
ww, 
SCHLUETER MEG OSs 


Ask about these other Schlueter products eZ kal \€) 5 fel Fi 


THE SCHLUETER MANUFACTURING CO. * ST. LOUIS 7, MO. 
For Details Circle 13 on INQUIRY CARD 
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“ALERT” 


_...the fast-moving, profitable line of 


Wuteaaa WATER SAVERS 


So new! So beautiful... = i 
THEY WERE SELLING BY THE THOUSANDS Everybody 


BEFORE THE FIRST AD APPEARED! i Wants ' em" 


Positively so rich, so handsome, you can’t “ALERT” friction-free 
believe their sales possibilities ’til 


you see them. Flawless workmanship in TANK BALL & GUIDE 
heavy-gauge, highly-polished brass...and Stops running toilets, ends 
in “black-and-pebbled-brass”’ combinations. soiler handle jiggling. 


As exciting in price as they are in appeal! a 
Write for detailed illustrations, complete Road rubber ball, ¢ kink- 
information, prices. proof” Monel chain and 


polystyrene cylinder as- 
sure perfect flush every 
time. Easily installed by 
anyone in 10 min. Nothing 
to get out of order. 3 year 
guarantee. Over 6 million 
satisfied users. Self-selling 
counter display. $2.39 ea. 
We list. 


Me 




















“ALERT” FAUCET REPAIR KIT 


Puts smooth finish on seat—assures true align- 
ment. Easy to use .. . can’t damage faucets. One 
tool fits all sizes. On individual 

display cards. 98c ea. list. 








**ALERT” WATER-MISER® 
Ball-Bearing FAUCET WASHER 


Stainless steel ball bearings eliminate grind that wears 
out ordinary washers. Simple to install. Available in 
1 " gy", Vy" ° ° iW " ° . 
"The CONCORD" 4”, %" and 6 sizes. Fits 00 to L. Colorful display 
carton contains 2 doz. assorted sizes. 49c ea. list. 





“The MAYFAIR" *TALERT’’ Float-Rite 
as TOILET FLOAT ADJUSTER 

ASK YOUR (111 kell i Stops toilet hissing, overflushing and 
JOBBER TO as SORE overflowing. Easily installed. Saves up 
SEE THEM... : — to 15,000 gallons of water a year. Cor- 
7h ‘ ¥ rosion-resistant brass. 3 year guarantee. 

hen : Colorful display box. 59c ea. list. 
YOU'LL ry 
BELIEVE : : 
IT! me N\A | FREE! Promotion and 


sales helps- Displays, 


era 
Niagins:. > streamers, sealeage 
mats, envelope stv ; 


DUTTON-LAINSON COMPANY | [eon 


Dept. HW-3 Hastings, Nebraska | Order now from your jobber, or write direct. 


ARDMORE PRODUCTS CO. CONSHOHOCKEN 5, PA. 
For Details Circle 14 on INQUIRY CARD For Details Circle 15 on INQUIRY CARD 
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X GRADE NORTHERN WHITE ASH handles 
are selected second growth stock, smooth 
sanded and lacquered. 


PATENTED STEEL I-BEAM increases strength 
50% at point where most handle breakage 


occurs . . . yet retains natural resilience of 
ash handle. 
BOX SECTION CLOSED BACK is stronger 
and lighter than forged shank. Keeps dirt 
from collecting in frog. 
ROLLED SHOULDERS stiffen blade with what 
amounts to a tubular transverse section 
| across the blade. It’s much stronger . . . Also 
sok makes a comfortable step. 
SHOVELS - ELECTRICALLY SEAM WELDED INSERT in 
HAVE > | frog stiffens blade and shank with double 
THIS a iZ_ thickness of metal. 
FEATURE 
ARROW POINT, especially good in stony, 
rocky ground. Point cuts in like a ship's prow. 
Wears longer than regular round point. 





Arolite blade wears round, not 
concave like ordinary blades. 


The Wood Shovel & Tool Co., Piqua, Ohio | 


/ 


L432 YS G 
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Bethlehem Pacific has modern fastener 
plants in Los Angeles, South San Francisco, 
and Seattle —three convenient locations 
from which to supply our jobbers and car- 
load customers. 

At each plant we make a full line of 
bolts, nuts, rivets, cap screws, and other 
standard fasteners. They're top-quality fast- 
eners ... made on modern, automatic ma- 


chinery. The bolts, for example, have strong, 


well-formed heads and clean, smooth-fit- 
ting threads. And we control every step 
from melting the steel to the packaging 
and shipping. 

Your jobber handling Bethlehem Pacific 
fasteners can give you fast service. Give 
him a call next time you need bolts, nuts, 
rivets, or other standard fasteners. He car- 
ries a full line. And he’s geared to take care 
of both small and large orders. 


BETHLEHEM PACIFIC COAST STEEL CORPORATION 


Sales offices: Los Angeles, Phoenix, San Francisco, Portland, Seattle, Spokane 


BETHLEHEM PACIFIC 


For Details Circle 17 on INQUIRY CARD 
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REGINA HANDS YOU A PRESOLD MARKET 
ON THESE FAMOUS FAST SELLERS 


Color-advertised this spring to 





47 million customers in 21 magazines 


REGINA 2 


¢ Unique, lightweight vacuum cleaner 
Does all cleaning without attachments 
Easiest vacuum, you can sell—even sells as “extra” to customers 
who already have a vacuum 
Presold—or quickly sold on demonstration 
Retail List, $49.95 


Tan bavs 
POLISHER and SCRUBBER 


e America’s most popular polisher THE REGINA CORP.. 520 W. 7th St., L.A. 14, Calif. 
e Best in appearance, performance I am interested in [] Model TS Polisher 
e Thousands still giving trouble-free service after 25 years in use and (] Electrikbroom 

Made by world’s largest makers of twin-brush polishers Please send me: 


as : [] Name and addre f distributor for my territory 
Retail List, $64.50 plus excise tax Se Ee ee eee ee ee — 
_] Regina dealer helps 





STORE NAME 


MAIL ADDRESS 
This Coupon ee 
Today! 


SIGNED 


— 
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KRYLON 


Zooms Sales with 
“Big 4” Spring Promotion 




























Perfect painting the 


1. “PUSH BUTTON” way 
Powerful LIFE! Spring cam- eine Pa 


H arch 25 
paign ... 6 big, compelling ads to pull anor 
in the customers . . . with more LIFE ig 

May 20 


ads to come! 





A ce 
cuit CAM ee 


4 New, striking KRYLON label... 


giant 16-0z. can, winner of national Krylon is the quick and easy way to 

paint those impossible - to - get-at 

C.S.M.A. aerosol label award! Places. The spray doesn’t miss a spot. 
Beautify in minutes with 


Ei New wrought iron display rack K RY £3 O RY 


worth $15 FREE TO YOU with 24 16- SPRAY 


Covers almost any 
surface — wood, 
metal, paper, etc. 
Quick and easy. No 
brush, no muss, no 
fuss. Dries in min- 
utes. Long lasting, 
= - professional finish. 
: At paint, hardware, 
automotive, art 
supply, radio- TV 
stores. 
18 DECORATOR COLORS 
Glossy White lossy Black 








oz. cans! 





Li Introductory assortment of 24 


cans and free display rack for only | 
$25.81 eee 40% profit eee $1 79 bonus . 


on your first reorder! 





IF YOU PRIZE IT... KRYLON-IZE IT! 














Racks are designed to be easily added, 
rack to rack, as customer demand 


America’s best selling 


grows. 
lf you prize it... KRYLON-ize it 


spray enamels 
KRYLON, INC., NORRISTOWN, PA. 
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THE LEADER IN SALES FOR OVER 15 YEARS * 


AND THE REASON 


Today’s Eagle Water Bags are the 


finest made, highest quality water bags your 
customers can buy. Farmers, tourists, 
outdoorsmen have preferred Eagle for over 
15 years. For cool drinking water, and for boiling 
radiators, Eagle Water Bags are everybody’s 
favorite. Backed by a written guarantee. 
You profit more with Eagle. 
ORDER FROM YOUR HARDWARE WHOLESALER 


H. WENZEL TENT & DUCK CO, * ST. LOUIS 4, MISSOURI 











WASHING’ 


— By N. R. REGEIMBAL 





-¥for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Federal Government Readies Programs to Help 
Areas Plagued by Drought, Flood Disasters 


Western water problems—drought in wide areas, floods in others 
—will be one of the major issues facing the federal government in 
the next few months. Improvements will mean better business to 


Western hardware dealers. 


The Government’s flood in- 
surance program is virtually un- 
derway. By April, or early May, 
businessmen and homeowners in 
flood areas, such as those in 
Southern California and the Co- 
lumbia River basin, will be able 
to buy protection for the first 
time. 

Policies will be handled 
through regular insurance firms. 
See your broker now. Insurance 
will be available up to $250,000 
for a business firm or $10,000 
for a home owner. The govern- 
ment will pay 40 percent of the 
premiums. 

While insurance will help ease 
the problem of too much water, 
the desperate drought headache 
won’t be cured as easily. First 
step will be congressional action 
on the President’s request for 
$76 million in additional aid to 
the drought-stricken areas. 

That’s only stop-gap action. 
And it may be a case of “too 
little, too late.” 

For the long run, new irri- 
gation programs, soil erosion 
control and similar projects 
costing $846 million are being 
requested. Sen. Thomas H. Kuch- 
el, R., Calif. predicts Congress 
will have a new water conser- 
vation measure adopted “before 
Congress is 100 days old”. This 
would provide flood control and 
irrigation dams and systems to 
help solve both problems. 
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TRADING STAMPS are ex- 
pensive promotion for small 
firms, a survey by the U. S. 
Agriculture Department indi- 
cates. Stamp plans appear to 
benefit the larger stores at the 
expense of the smaller ones, 
the Department says . . . Less 
than 10 percent of the stores 
using stamps could absorb the 
cost without raising prices or 
reducing other promotions, the 
survey shows, and 12 percent 
could not offset the costs by any 
method. 


POSTAL HIKES this year 
are a strong possibility ... Pres- 
ident Eisenhower wants rates 
raised enought to wipe out the 
Post Office Department’s $460 
million annual deficit . . . Prob- 
able outcome is a one-third per- 
cent increase in all classes of 
mail—and a corresponding one- 
third rise in business mailing 
costs. 


RURAL ELECTRIFICATION 
program of the government is 
beginning to recede . .. More 
than 94 percent of the nation’s 
farms are now electrified, most 
of them with the help of the gov- 
ernment ... Government loans 
now are used mostly for expand- 
ing existing systems. 


PESTICIDE SALES in the 
West should be good this year 
... The U. S. Agriculture De- 


partment warns that Western 
ranchers and farmers “face pos- 
sible serious damage from grass- 
hoppers.” The plague this year 
will be as bad or worse than in 
1956 . . . Mormon crickets too 
will be especially troublesome 
this year. The pests will affect 
particularly Montana, Nevada, 
Wyoming, Idaho, Utah, New 
Mexico, and Colorado, the De- 
partment adds. More than 22 
million acres are threatened. 


WESTERN CONGRESSMEN 
have been busy — Rep. Chet 
Holifield, D., Calif., is pushing 
legislation to create a new cabi- 
net-level Department of Civil 
Defense . . . Sen. Thomas H. 
Kuchel, R., Calif., is demanding 
legislation to give tax benefits 
to industries which install smog 
control devices . . . Rep. Frank 
A. Barrett, R., Wyo., is favoring 
a program of extracting valuable 
minerals found in Western coal 
deposits ...Sen. Arthur V. Wat- 
kins, and Sen. Bennett, R., Utah, 
are pushing a bill to restrict the 
government’s power to with- 
draw public lands from public 
use. 


WESTERNERS IN THE 
NEWS include John M. Davis, 
former superintendent of the 
Southwestern National Monu- 
ments, the new chief of the In- 
terior Department’s National 
Park Service conservation and 
protection brand; Harold H. 
Healy, Jr., a native of Denver, 
Colo., the new executive assist- 
ant to the U. S. Attorney Gen- 
eral; Harold E. Tower, the new 
Soil Conservation Service field 
representative for the far West. 


HARDWARE WORLD 





Wsa'ssvm ‘soqruaHinos “Q) ONTHNLIVINNYW JAH * 


seatuy yutol 

pue sazede.10s 

[eM ‘soatuy Ayjnd = gs 
CAH 07 YOUMS 0} Aine 
nod Awd [[LM 41 S. i 
AYM UOSseat 
Joyyoue, 


= a ae 
Ws A1OJBJ 


meats) 
4 


——_ JABS 


Aoyy ABp ay} SB 
AULYS pu® JYUSLIq 


ABY4S SOO} 


9104S 
InoA 
ut Avdstp 
uO puv Y904S UI 
aie AVY} SB SUOT 
SB SYIVU Jesuly 
I9UIOJSND PUB UOISO.LIOD 
‘qsni JUsAVId 07 SUITBOD 
ree]d YSno} & ul peddip 5 ghee ioe - weg 

yAleu Jasuy 4,uU0OM 
Suleq SI JOU IO papied ; i atéhe Moki 
Ajjenptatput ‘aytuy yutol : 7 Aedstp uo opty 
pure Jedeios [[ea ili snd 4,U0A 
‘oyiuy Aqjnd YqAH AjeAo MON 


HSAWd AYOLIVA $19) FQAH S429y QNILWOD HVAT) Meu 


For Details Circle 21 on INQUIRY CARD 


Sul[puey 


MARCH 1957 


























+4 








ee... _ re 


Vravawaney 
4 Malvaverd 


ar ye 
Ny a 
Meee! 


TRAN I 





4 
+. 




















alti 





>) 
ae 
Cc) 
— | 
cc) 
om | 
C= 
Q.. 
a 
herded 
ied 
Jane 
) 






































these 


wee 
io 








+ 






























































tede Porte term OY 











* OAKLAND 


DENVER 


THE COLORADO FUEL AND IRON CORPORATION 





SPECIAL SELWAGE 
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Albuquerque * Amarillo °* Billings * Boise * Butte * Casper * Denver * El Paso * Ft. Worth * Houston ® Lincoln (Neb.) * Los Angeles 
* Pueblo * Salt Lake City * San Francisco * Seattle * Spokane * Wichita 


Oakland * Oklahoma City * Phoenix ¢ Portland 
CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 
For Details Circle 22 on INQUIRY CARD 
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Get the lion’s share of the 


housewares business 





PYREX Decorator Casse- 
roles—Turquoise, White, or 
Charcoal with snowflake 
pattern, or Pink with daisy 
pattern. 1% qt., $2.95 
3% qt., $3.95 





PYREX Cassercles with 
Knob-Cover in Yellow, Pink, 
or Turquoise. 2 qgt., $1.98 








National advertising for 
March creates big demand 
for smart PYREX Casseroles! 


Your own customers will 
be among the 29,210,000 
people who will be 
reached by four-color 
advertising on PYREX 
Casseroles in the March 
issues of Ladies’ Home 
Journal, Better Homes 
& Gardens, and Progres- 
sive Farmer. So get these 
out where your customers 
can see them—and watch 
those extra sales roll in! 








with PYREX ware! 


HERE are five main reasons why you can do 
more business and make more profit with 
PYREX ware: 


1. Top consumer acceptance. PYREX ware is the 
acknowledged leader in the field. 

2. Complete line. There’s a PYREX ware dish for 
every cooking need. 


3. More mark-up. PYREX gives you greater than 
average margin of profit. 


4. Nearby distributor. You get almost immedi- 
ate delivery, which means faster turnover 
with a controlled inventory. 


5. Negligible mark-downs—and practically no 
workroom costs. 


® So stock—and display— the full line of PYREX 
ware and get the lion’s share of the business! 


CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. 


30 


“PYREX”’ is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 
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Here is a Knife that is actually 3 in one! 
Just position blade with simple screw 
action in handle and you are ready to 
perform 1001 cutting jobs—including 
special operations such as cutting 
linoleum and scraping paint. Reversible 
Swedish Steel blade cuts easily through 
leather, cardboard, cloth, wood, rub- 
ber, etc. Ideal for office, plant, shipping 


department and home use. 


Rustproof, unbreakable zinc handle is 
molded to fit the hand, eliminating 
hand fatigue. Attractive hammertone 
gray finish. Storage space for extra 
blades in handle. Universal blades for 
all makes of utility fibre-board knives. 
Package of blades individually carded 
or 12 pkg. to the card. 


Note: Mr. Dealer: These unique knives 
(@ $1.00 chrome—5 blades and 89c 
grey—4 blades) are priced to outsell 
other knives on the market. Write for 
full profit details today. 


WRITE FOR FREE SAMPLE 
AND DISCOUNTS! 


MANUFACTURING CO. 
DEPT. HW-3, 169 MURRAY ST. 
NEWARK 5,N. J. 
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LEWIS 3-WAY KNIFE 


BLADE ADJUSTS TO FIT THE JOB 
]HEAVY DUTY UTILITY KNIFE 


PAINT SCRAPER 
LINOLEUM AND 


a 


For Details Circle 24 on INQUIRY CARD 
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AIR-LITE 


OWENS-CORNING 


FIBERGLAS 
SCREENING 














Look around you. Ever seen so many patios 
and porches under construction? Each of them 
represents a Screening sale in the hundreds of feet. 


More and more home-owners have been 
asking for A1R-LITE FIBERGLAS, the 

strongest, longest-lasting Screening made. 

It’s the easiest to work with, too, as our 


million-dollar advertising campaign 
has told them. 


Plastic Woven Products Ine. 


51 CAMDEN STREET @ PATERSON 17,N. J. 























: weavers of AIR-LITE Fiberglas © AIR-LITE Chair Webbing © AIR-LITE Furniture Cloth 
New NRHA-Approved Display Rack 4 
; ae h ! Gentlemen: 
This compact new rack wraps up the customer Please Rush full information on AIR-LITE FIBERGLAS Screening. 
and sells him for you. Yours for less than 
half mfrs. cost with initial order for 6 rolls Name. 
of Air-LiTE FIBERGLAS. Shipment is pre-paid. 
Store Name 
Extra—$16 Bonus 
Street. 
Order rack and 6 rolls now and get an extra 
50 ft. roll of 26” Air-LiTE FiBerGtas Screen- City. Zone State 
ing—a $16 retailer—absolutely Free. Contact 
er right away or clip coupon for a 
etauls. 














For Details Circle 25 on INQUIRY CARD 
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Switch 
To 
Self- 


Service 


Doubles 
Traffic 


® late 1954 a switch to self ser- 
vice was undertaken at the J. 
J. Doherty Hardware Store in 
Albuquerque, New Mexico. 
Although now highly success- 
ful, self-service buying was slow 
to take hold, as it was found 
buyers who could not locate 


JOB-RELATED ITEMS are well dis- 
played and adequately stocked on 
angled shelves. Tilted display surfaces 
make ordinary work tools eye-catch- 
ing, and open stock makes selection by 
self-service customers easier. Many 
sales are added by easy comparison of 
makes, prices and qualities. Shop- 
ping carts are an extra touch of con- 
venience. 
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“SHOP REFRESHED” is the idea behind the soft drink cooler on the sales 
floor of this modern self-service hardware store. Shopping carts have bottle 


holders for added ease. 


what they wanted were hesitant 
to ask the help of floor clerks. 
Many left without making a pur- 
chase. To correct this manage- 
ment put up dozens of signs, 
several at each department, say- 
ing: “Need Help?—Ask The 
Clerk” and “Clerks are on the 
floor to help you, please ask 
them.” 

Further trouble was that peo- 
ple did not understand the check- 
out system. Many were unable 
to locate the well marked check- 
out stand. Signs with arrows 
pointing to the stands cured this. 

Moving the store beverage 
cooler to the sales floor and at- 
taching bottle baskets to shop- 
ping carts caused shoppers to 
stay longer in the store and buy 
more. 

Every item for sale is dis- 
played on the floor, named and 
priced with easy-to-read tags. 
Store traffic has more than 
doubled since the early changes 
and sales per customer have in- 
creased. 

The Do-It-Yourself shopper 
takes more time to make up his 
mind. He want to look at every- 
thing, he is interested in price 
and knows the price range on 
the items he comes to buy. 

Clerks, at first, asked cus- 
tomers if they needed help. This 
policy has been discontinued in 
favor of clerks helping out when 
they are asked to do so. 

A clerk can handle around 
$350 in self-service sales, a little 
less than in the old method; 
however, that was because sales- 
men were selling mostly to con- 





BE SERVED BY 
THE MOST COURTEOUS CLERK 
IN THE WORLD - YOURSELF 


MEEDHELE fish Clerk 


DO-IT-YOURSELF RENTAL DATA 
is clearly posted for the convenience 
of self-service customers. Well placed 
signs advise shoppers of availability 
of clerks to assist them in locating 
items and making decisions as to what 
they may need for a particular job. 


tractors, where individual or- 
ders were large. It requires more 
help dollar-wise with self-ser- 
vice but not profit-wise. Self- 
service customers buy more 
high-profit merchandise. 

There is a big sales advantage 
in keeping the shopper in the 
store longer. Going from de- 
partment to department with a 
shopping basket, he is bound to 
see items he needs and wants. 
This leaves it up to the mer- 
chant to stock and display. When 
this is correctly handled the 
switch to self-service is bound 
to pay off. 
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Makes Second Unit Completely Self-Service 


Stocks and Sells More in New Completely Self-Service Store 


HE truest self-selection and self-service hard- 

ware store is the brand new Cherry Hardware, 
in the Crenshaw-Imperial Shopping Center in 
Inglewood. 


Cherry Hardware has a 40 by 100 foot sales 
area plus a 40 by 40 foot storage and bulk order 
department. The front is completely self-selection 
and the storage area is self-service wherever pos- 
sible. This store is managed by K. Andrew Georgi. 

The Cherry Company owns another hardware 
store in nearby Westchester, that is 50 by 100 
feet or 25% larger than the Crenshaw-Imperial 
store, nevertheless, the smaller store holds an 





SHOPPING CARTS, supermarket style, are shown in the 
foreground, just in front of the garden tool section. 
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equal amount of merchandise due to the adjusta- 
bility and versatility of the fixtures. 
All Fixtures Are Self-Service Variety 


A direct breakaway from tradition, there are 
no cabinets at all in the store. 


Mr. Cherry specified Daley fixtures because he 
liked the pegboard on the islands as well as the 
walls, and because of the complete adjustability 
of the shelves. Pegboard is used throughout the 
store. The shelves form long continuous units 
with no waste space. Vernon E. Cherry also said 
that he was impressed by the strength of all the 





PLUMBING SUPPLIES, as well as all types of electrical 
fittings are mass displayed in neat, slanting compartments. 


HARDWARE WORLD 








LONG CONTINUOUS LINES of paint containers invite 
customers to make own selection. Note consultation booth 
in foreground. 


units to hold the heavy hardware. 
All the merchandise is either shelved, binned 
or pronged on pegboard. Mr. Cherry also likes the 


inclined shelves as the better visibility encourages 
the customers to reach for the merchandise. 


Self-Service Means More Business 


Mr. Cherry says, the self-service enables him 
to do more volume with the same number of em- 
ployees. Each salesperson has his own department 
which is his specific responsibility . . . for stock- 
ing, pricing and assisting customers. These de- 
partments are: 1. Paint, 2. Wallpaper, 3. Home- 
wares, 4. Hardware, 5. Service room and 6. 
Cashier. In addition, there is the bookkeeper, 
secretary and Mr. Cherry himself, plus three part- 
time employees. 

There is little or no lost time with employees 
chasing back and forth to various departments. 
The salesperson is there to help the customer who 
requests help, and then as the customer goes on 
to another department or to the cashier, the sales- 
person is free to continue his own chores. 


Would Like To See More Prepackaging 


This is most important as the store’s business 
is mainly with homeowners who buy many things 
in small quantities. Mr. Cherry wishes more 
manufacturers would prepackage small items 
separately. As many manufacturers don’t, every 
item is prepackaged into polyethylene bags, and 
all items are individually priced. 

With this service, and the regular supermarket 
shopping carts available, the store is truly com- 
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" ae y/ i, € 
HOUSEHOLD CLEANING SUPPLIES, and metal ironing 


boards are grouped into one corner of this new self-ser- 
vice store. 


pletely self-selection in every possible way. Also 
there are two cashier stands, and each department 
is numbered and identified for customer guidance 
and convenience. 

The Cherry Hardware Company has really 
taken advantage of decorator colors to make an 
absolutely beautiful store using Desert Beige, 
Coral, Yellow and Sage Green, throughout. 


MANY PRODUCTS are prepackaged by store’s employees 
to create maximum impulse buying on these smal] items. 
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THE HELENA HARDWARE COMPANY 


_. << 
MONTANA 


44MOLD in Last Chance Gulch!” This cry echoed 

across a continent in 1864. Now, almost a 
century later, there is still gold in Last Chance 
Gulch — the modern gold of commerce in the 
modern city of Helena, Montana. 

To the East the news of the booming West 
reached the alert ears of 21-year-old Albert Klein- 
schmidt, Prussian born proprietor of a St. Louis 
dry goods firm. Selling his business in 1865 he 
purchased ten wagon loads of hardware and 
mining supplies and headed for Albuquerque, New 
Mexico to enter the hardware trade; however, 
after negotiating the sale of his stock to a local 
firm he returned to Leavenworth, Kansas. In 
January 1866 continued news of the Montana 
boom stirred young Kleinschmidt to make the 
most important move of his life. Once again in- 
vesting everything in hardware and mining sup- 
plies, he loaded 15 mule drawn prairie wagons 
and struck out for Helena in the spring of 1866. 

The roar of a lawless mining camp greeted 
Kleinschmidt on his arrival in September, 1866. 
Money was loose and prices were high, with little 
organized business and more prospectors pouring 
in every day in search of an E] Dorado. There 
could be no better place than this, Kleinschmidt 
decided, to merchandise scarce goods at a hand- 
some profit. He decided to stay. 


The Beginning of Firm 


Time: December, 1866, Place: Last Chance 
Gulch, Helena, Montana, Event: Organization and 
opening of what is to become one of the largest 
wholesale and retail hardware firms in the west. 
Entering partnership with William H. Weimar, 
Albert Kleinschmidt began the formation of the 
Helena Hardware Company. First operating under 
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Firm Started In “Last Chance Gulch” 
Still Doing Business After 90 years 


Myron R. Wilson 
. . . President 


the name of William H. Weimar and Company 
and later in partnership with his brother as 
Kleinschmidt and Brother it was not until 1880 
that, under his sole ownership, Albert Klein- 
schmidt gave his business the name it still bears 
almost 77 years later, Helena Hardware Company. 

Expanding quickly the business soon outgrew 
its quarters on Last Chance Gulch and in 1887 
moved to the magnificent new “Iron Front Build- 
ing” (nicknamed for its fronting of heavy iron 
plating) where they remained until 1912, when 
they moved to their present location at 316 No. 
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TYPICAL of the time are these 
high shelves and rolling ladders 
in the old Helena Hardware 
Company. Note the iron stoves 
—‘The latest thing in comfort.” 


Main. Here, after the passing of the difficult years 
of World War I, was established the policy of 
supplying hard-to-get items to the hardware trade. 
Today Helena Hardware carries over 40,000 dif- 
ferent items. 


New Interest Buys Firm 


In 1906, failing health caused Albert Klein- 
schmidt’s move to California and the selling of the 
firm to Myron V. Wilson and T. F. McLaughlin, 
full control passing into their hands in 1911. In 
June, 1916, Mr. Wilson purchased the McLaughlin 
interest and assumed full ownership with himself 
as president and his son Cecil as secretary. 


In 1930 Myron R. and Cecil V. Wilson purchased 
the entire stock in the company with Cecil as 
president and Myron as vice president, the only 
change in the business being an expansion of 
wholesale business. By 1945, it listed 350 dealers 


HERE THE 
“ TERRITORY 
SALESMEN pose 
with the cars that 
help them cover 
Montana for 
Helena Hard- 


ware. 


MARCH 1957 


in 40 of Montana’s fifty-six counties. Today the 
company’s traveling salesmen work the road on 
a five day week, each territory requiring four to 
five weeks to be covered, including a visit to each 
dealer at least once a month. 


In 1949 the untimely death of Cecil Wilson 
brought Myron to the helm of the company and 
Cecil’s son took over as vice president with the 
aid of D. W. Knudson as company secretary. 

1950 saw the opening of a retail branch store 
dealing primarily in boats, garden supplies, marine 
goods and chain saws. 

Covering the territories for Helena Hardware 
are: Dan. R. Fillson, Jack Longmaid, R. C. 
Ticheuov, and C. H. Vivian. 


Firm Provides Public Services 


The services of the Helena Hardware Company 
extend beyond supplying Montana with hardware. 
The company has sponsored various public serv- 
ice radio programs and points with particular 
pride to 10 continuous years of the “Magic Hour” 
one of the few programs in the area bringing 
classical music to radio audiences. Famed also in 
the area is the Helena Hardware Company Calen- 
dar, which in the same design since 1916, has kept 
track of the years for Helena residents. 

To insure the perpetuation of the service to 
Montana that mark the Helena Hardware Com- 
pany operations of the past 90 years, this fall the 
company will anticipate another such 90 years 
with a “new look” of ceramic tile and aluminum 
on the front of its headquarters and main store. 

Here a firm, founded on the gold of a lusty 
mining camp, looks forward with renewed vigor 
to future growth and service in a mature city, 
still virile with the memories of Last Chance 
Gulch, Helena, capitol city of the last remaining 
American Frontier, Montana. 
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Hardware and Groceries 


Are Partners in Self Service 


VEN in a self-service grocery 

store a full-sized hardware 
stock can not be sold completely 
by self selection. This was dis- 
covered at Claypool’s, a super 
market at Blythe, California, the 
first town on the eastern border 
of California on the main high- 
way from Phoenix, Arizona. 

The store was completely re- 
modeled and enlarged to about 


75 Percent of Hardware Department 
Sales are from Self Service in California Store 


three times its size a little over 
a year ago. At that time they 
introduced the hardware depart- 
ment in one corner of the store 
with room for expansion. 

The hardware division is un- 
der the management of Warren 
Starkey, who has had years of 
experience in hardware but not 
through the self-service chan- 
nels: He admits that it was 


FRONT OF STORE is seen from hardware department. Groceries are located 
at right. Checkout stands and shopping carts can be seen at head of aisle. 
Automatic doors at left side of checkout stands lead to parking area. 
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quite a struggle at first to re- 
frain from rushing up to each 
customer and try to help them. 
He soon found that with the ex- 
ception of asking customers if 
they can find what they may be 
looking for, most of them would 
rather browse around the de- 
partment and ask for help when 
they need it or after they are 
through browsing. 


Hardware Department is Full Size 


There are 13 gondolas in the 
hardware section and 84 feet of 
wall sections, which are divided 
between electric housewares, 
paint, tools, hardware, galvan- 
ized ware and garden supplies. 
Two gondolas are used all year 
for toys and Mr. Starkey reports, 
“They are quite busy most of the 
time.” Other gondolas are used 
for plastic wares, aluminum cook 
ware, gift items and the usual 
run of small items and gadgets. 
There are also gondolas for elec- 
trical and plumbing supplies, etc. 

“As the largest percent of 
our customers were women, the 
hardware items didn’t do much 
at first,” explained Mr. Starkey, 
“but it is picking up all the time 
now as the menfolk get used to 
hardware in a grocery store. The 
pot and pan business has been 
good and customers rarely need 
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any help with such merchan- 
dise.” 


Paint is Still a Service Product 


Exclusive of paint and some of 
the electrical housewares, about 
75 percent of the sales are from 
self selection. According to Mr. 
Starkey, “Paint is the toughest 
item for self service and requires 
personal service for most of it. 
We handle Pittsburgh Paint and 
also use their Maestro coloring 
system. Mixing paints is some- 
thing that has to be done for the 
customer. I even keep the Maes- 
tro color tubes and bases in the 
back room where customers 
can’t get to them. The ones who 
decide on using ready-mixed col- 
ors do a fair job of waiting on 
themselves. Some of them get 
their paint and put it on the 
shaker and check it out at the 
check stand, but most of the 
paint sales have to be given per- 
sonal attention. 

“We have an eight-foot M & D 
plumbing gondola which carries 
about all the plumbing fittings 
for ordinary jobs from 1” to 2” 
fittings. We also have an elec- 
trical gondola the same size car- 
rying a standard assortment of 
boxes, outlets, switches, etc., 
that are needed for ordinary 
home repairs. Neither of these 
require much of a salesman’s 
time, except when a husband 
sends his wife in with a list and 
she doesn’t know one fitting 
from another. 

“I might also say that we 
carry about six items in Cosco 
stool and table line and have had 
no trouble in getting customers 
to wait for a special order if we 
did not have the color or design 
that was desired. In fact our 
special order department is pick- 
ing up all the time.” 


Unpackages Merchandise 


To encourage the customer to 
buy on a self-selection basis they 
should be able to see the item 
and feel it, according to Mr. 
Starkey, who further states, “I 
was used to putting such items 
as wall type can openers, vac- 
uum bottles, food choppers, etc., 
on display in their cartons. My 
sales were very low. After re- 
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moving them from their boxes 
and putting them in open dis- 
play in bins or on shelves, their 
sales vastly improved.” 

In regard to service, Claypool 
offers giftwrapping items for 
showers, weddings, birthdays as 
well as for Christmas and other 
events free of charge. 

For the most part only one 


person, Mr. Starkey, is required 
to take care of the service needed 
by customers including the han- 
dling of paint. 

In the early days of operation 
the inventory was in the neigh- 
borhood of $15,000 and was turn- 
ing over at a rate of four times 
a year which made a good ratio 
of volume per sales people. 


FROM CHECK STAND can be seen at left housewares and electrical -house- 
wares. Note large identification numbers on gondolas. No. 18 features gift- 
wares. End of this gondola is used as promotional display. Paint department is 


at rear. Doorway leads to stockroom. 


bed : ——_ 


LARGE SELECTION OF TOOLS is displayed on wall section at right. Elec- 
trical and plumbing supplies along with utility items are carried on gondolas 


in foreground. Store is well lighted. 
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Honolulu Firm Has Exciting History 


ROM a lumber and rice mill 

established down by Hono- 
lulu’s waterfront in 1899, to be- 
coming one of Hawaii’s largest 
home planning and building sup- 
ply firms, is the spectacularly 
successful story of the City Mill 
Co., Ltd. 

Growth of the business is a 
testament to the vision, courage 
and sagacious mind of its 
founder, C. K. Ai (pronounced 
(Ah-Ee). 

Timeless and tireless, Mr. C. 
K. Ai, today at 92, is President 
and active daily in guiding the 
firm’s operation. 

Ai came to the islands from 
China when he was 14. He at- 
tended the Iolani School for 
Boys and was a schoolmate of 
Sun Yat Sen, the founder and 
first president of the Chinese 
Republic. 

From the very start of his 
career, Mr. C. K. Ai’s enterpris- 
ing character and sound judge- 
ment were so respected in Ha- 
waii, that when young City Mill 
Co., Ltd. was capitalized at $60,- 
000, instead of having to solicit 
for funds to incorporate, the 
people came to him. 


Plant Destroyed By Fire 


The business thrived until only 
eight months later, with a large 
shipment of lumber on the way, 
bubonic plague struck Honolulu. 

Many areas were condemned 
to be burned. Though City Mill 
Co., Ltd. was not in the con- 
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92-Year-Old Founder Still Active in Business 


OUTSTANDING PLANT of City Mill Company, Inc., is situated on 8',-acres 


of company owned land in Honolulu. 


demned area, the finger of fate 
in the form of strong trade 
winds, carried the fire to its lo- 
cale and the plant with its equip- 
ment, the best of the day, were 
completely destroyed. This was 
during the reign of King Kala- 
kaua. 

Despite the wreckage and in 
the face of a $25,000 liability 
which was not covered by insur- 
ance the stockholders proved 
their unwavering faith in Ai and 
urged him to start anew. 

Discouraged by the calamity 
of the fire, but determined to 
save the stockholders’ invest- 
ments and the jobs of his em- 
ployees, he was convinced that 
he could make good a second 
time. 

From then on, City Mill Co., 
Ltd. prospered and grew. Under 
C. K. Ai’s skillful supervision, 
the firm weathered the plague of 
1900, the panic of 1907, another 
fire in 1919, and the depression 


of the early nineteen-thirties. 

Always a believer in having 
the best in equipment, Ai bought 
the Vigilant, the largest five- 
masted sailing schooner ever to 
ply the Pacific. 

From the Pacific Northwest 
the Vigilant carried C. K. Ai’s 
huge orders of the finest quality 
redwood, Douglas fir and cedar 
to build the finest homes in 
Hawaii. Her master, Captain 
Mat Peasley achieved fame as 
the original ‘Cappy Ricks’ char- 
acter in Peter B. Kyne’s re- 
nowned novels about the sea. 

Prior to World War II, in con- 
junction with home planning 
and building supplies, City Mill 
Co., Ltd. had the distinction of 
having the only rice mill in 
Honolulu. It was the advent of 
that war which forced City Mill 
Co., Ltd. to abandon its rice op- 
eration and to concentrate on 
home planning and building sup- 
plies. 
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Chunk K. Ai 
... President & Founder 


Concrete evidence of the firm’s 
great progress was revealed in 
1950, when it opened its spacious 
new $200,000 building on its own 
814 acres. 

The City Mill building fea- 
tures spacious air conditioned of- 
fices and a floor space of approxi- 
mately 30,000 sq ft. to display 
the thousands of items needed 
in construction work. 


David C. Ai 
. . . Vice President 


It also has one of the largest 
and finest Home Planning De- 
partments in Hawaii. This di- 
vision of the company employs 
a staff of ten draftsmen under 
the supervision of an architect. 
Anyone planning to build a home 
can contact this department at 
City Mill Co., Ltd. and have their 
plans drawn without obligation. 
The firm will also select a re- 


liable contractor, help in the fi- 
nancing, furnish the finest mate- 
rials and bond the home building 
job. 

Despite today’s vast opera- 
tions at City Mill Co., Ltd., Mr. 
C. K. Ai keeps a watchful eye on 
all departments. That he car- 
ries his many responsibilities 
lightly is revealed in his calm, 
gentle disposition, and keen 
sense of humor. 

C. K. Ai has had to hurdle gi- 
gantic obstacles throughout the 
years, but no one would know it. 
Secret of his serenity and amaz- 
ing vitality at 92 is that through 
his staunch faith he has never 
worried. 

The honor of being selected 
Father of the Year for Hawaii 
was recently bestowed upon C. 
K. Ai by the Chamber of Com- 
merce of Honolulu. 

At City Mill Co., Ltd. his son 
David Ai is Vice President, and 
daughter Esther Chong is Sec- 
retary of the corporation and 
manager of the lumber depart- 
ment. 








DO-IT-YOURSELF DISPLAY TIPS 


UTILIZING 
WALL SPACE 


Created by Bill Haber 
(Builders Emporium, 
Van Nuys, California) 








1. SELLING-DISPLAY is combined 
with cross-merchandising in what was 
formerly a bare wall space. Wall is 
covered with 4-foot wide sections of 
peg-board. Left sign tells name of 
paint used to paint triangles and 
frame of matchstick bamboo drapes. 
It also tells that they are sold in stores 
housewares department. 
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2. IN-STORE BILLBOARD fills space 
above paint shelves which is usually 
only a rust catcher. Using no-seam 
paper, owner attached the sign flush 
with the front of shelving, creating 
cleaner, smoother store lines and 
making the large “billboard” easier to 
read. Sign plugs paint, rollers, 
brushes, etc. 


3. TWO GOOD IDEAS are shown 
here. Even wall space above doors is 
used for a merchandising message. 
Arrow directs eye to barbecue sup- 
plies and charcoal. For easy re-stock- 
ing of heavy charcoal, large bags are 
displayed on four-wheel hand cart; 
when stocks run low cart can be 
wheeled into warehouse and refilled. 
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CONVENTIONS AND SHOWS 


News and Views 
of Winter Events 





Housewares Show 


Pulls Westerners East 
LOS ANGELES BUYERS WERE GREETED at opening of House- 
wares Show. Chester M. McCreery, president, National Housewares 
Manufacturers Association (at left) shakes hands with Weldon R. 
Read, housewares buyer, California Hardware Company, while W. E. 
O’Brien, v.p of NHMA (far right, greets W. H. Grant of Union Hard- 
ware and Metal Co. 


Bright outlook for housewares sponsors, National Housewares buyers said business would go 
business in 1957 was predicted Manufacturers Association, up in 1957; 82 percent of the 
by many housewares manufac- made this report based upon re- buyers predicted the same trend. 
turers and buyers at the Na- turns of questionnaires from There were 727 manufactur- 
tional Housewares Exhibit at buyers and manufacturers. ers exhibiting at the Navy Pier 
Chicago January 17-24. The Ninety-two percent of the and Drill Hall. 


we ee, 


Western Buyer points to Closet hardware stops inter- The Blatts of L.A. hear Al Gambling devices helped to 
new product sheet ested buyers Auger’s pitch prove “Ne Gamble” 


UNIVERSAL © 


Portland “end men” look over Owner and buyer of Bos- Takes lot of talk before an Brush display plan is ex- 
stock of cutlery trom’s sign order order plained 
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CONVENTIONS AND SHOWS 





POT & KETTLERS HOLD ANNUAL LUNCHEON AT HOUSEWARES SHOW 


i 
Me 
ie } 


ABOUT 200 members and officers of various Pot & Kettle 
Clubs and their friends met at a luncheon held by The 
Associated Pot & Kettle Clubs of America at the Sheraton 


Hotel, in Chicago on January 19. Here are two views of 
those in attendance. Allen Carpenter, manufacturers rep- 
resentative from Denver and the club’s president, presided. 


CALIFORNIA GIFT SHOW DRAWS MORE THAN 7,000 


a 


EXTRA ... EXTRA .. . shouted this newsboy at the 
buyers’ breakfast of the 44th California Gift Show as he 
hands a special Gift Show Edition of a Los Angeles News- 
paper to Thomas W. Hogan (left), president of Flintridge 
China and chairman of the show committee; and Neil 
Petree, president, Barker Bros., who gave the principal 
speech. The paper carried a front page dedicated to the 
show and written in tongue-in-cheek style. It covered a 
regular edition of the paper but was given only to those 
attending the show. The show was from January 20-25. 
A capacity crowd of 1100 filled the Biltmore Bowl. Mr. 
Petree spoke on “Merchandising with a New Look.” He 
was introduced by Emcee Marvin Miller, popular television 
star of “The Millionaire” 


“BUCKETS OF BUCKS” were given as prizes at the 
buyers’ breakfast. Mrs. George Leistner, Book Mark, 
Stockton (center, front row) won the grand prize of $250 
in a mink-trimmed bucket. Others received 50 silver dollars 
in a plain bucket. At front, left is Mrs. Douglas South, 
Lincoln’s, Eureka, Calif. At front, right is Miss Theresa 
Hutto, Bullocks Westwood, Los Angeles. Those holding 
buckets in top row are Miss Julia Hidalgo, Subway Ter- 
minal Annex, Los Angeles, and Fred Knickerbocker, Leon- 
tine’s Gift Shop, Oceanlake, Ore. Others in top row (left 
to right) are: Thomas W. Hogan, pres., Flintridge China, 
and show chairman; Ed Schubert, Deer Ridge Chalet, Estes 
Park, Colo. and Neil Petree, Barker Bros., L. A., principal 
speaker. 
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Intermountain Hardware Dealers Elect! 


Salt Lake City 
January 20-23 


SALT LAKE CITY — Lowe 
Ashton of Heber City, Utah, 
was elected new president of 
the Intermountain Hardware 
and Implement Dealers Assn. at 
the big 53rd annual convention 
here Jan. 20-23. He succeeds 
Rulon J. Schwendiman of Twin 
Falls, Idaho, and was former 1st 
vice president. More than 400 
attended the sessions with Dee 
Hulse of Murray, convention 
chairman. 

Elected vice presidents of the 
association were W. C. Fronk 
of Ogden, and Jess McClellan of 
Montpelier, Idaho. Directors 
elected during the closing ses- 
sions were: Dillon Erickson, 
Nyssa, Ore.; Alten Jenkins, 
Nampa, Idaho; Alton Anderson, 
Rexburg, Idaho, and Owen John- 
son of Provo, Utah. 

Howard W. Price, executive 
vice president and general man- 
ager of Salt Lake Hardware Co., 


NAILING THE OFFICERS down to business is Leon 
Weeks, secretary of the Intermountain Association of 
Hardware and Implement dealers (holding hammer). The 
newly elected president is Lowe Ashton (center). New Vis 
is W. C. Fonk (at right). 


Salt Lake City, labeled the cur- 
rent economic situation “profit- 
less prosperity, a double-edged 
sword cutting deeply into hard- 
ware wholesalers and retailers 
alike.” 

He urged dealers to work 
closer together in search for an- 
swers on distribution and quan- 
tity problems by keeping stocks 
and prices current through in- 
ventory controls. Wholesalers 
and retailers, said Mr. Price, are 
dependent on each other, and 
“must come up with better plans 
of merchandising for the fu- 
ture.” 

A manufacturer’s-distributor 
party was a highlight of the 
sessions. 


HAMMERING DOWN his last ses- 
sion is retiring president R. J. 
Schwendiman (at right), of Twin 
Falls, Idaho. Looking on are (I. to r.), 
Ed Springer, Boise, and A. Merlin 
Egan, Ogden, Utah. 





THE GAVEL goes to Fred Kroeger, 
Jr., Durango, Colo., newly elected 
president of the Mountain States 
Hardware & Implement Association 
(at left) while the award of apprecia- 
tion of service as president goes to 
retiring president E. W. Perlenfein, 
Yuma, Colo. 


ag 


Mountain State Dealers Meet 


Denver 
January 22-24 


DENVER—The Mountain 
States Hardware & Implement 
Association held their 55th An- 
nual Convention at the Cosmo- 
politan Hotel here on January 22 
through 24. The members elect- 
ed Fred Kroeger, Jr. hardware 
dealer of Durango, Colo. as presi- 
dent to succeed E. W. Perlenfein 
of Yuma, Colo. 

Other officers elected were: Ist 
v.p—Wm. A. Davis, Goodland, 


Kansas; 2nd v.p.—Fred Siebott, 
Craig, Colo. F. W. Reich, Boul- 
der, Colo. was re-elected secre- 
tary-treasurer. 

Mr. Perlenfein becomes a 
member of the advisory board. 
Wm. Enders of Gunnison, Colo. 
was added to the board of di- 
rectors. 

The traditional banquet was 
held on the last night of the con- 
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vention and was sponsored by 
the H. I. P. Club. A. T. Henkell, 
Gates Rubber Co. and president 
of the club, presided. 

Four speakers were featured 
at the special hardware session 
on January 23. They were: Rob- 
ert Fisher, Association merchan- 
dising and store planning engi- 
neer, who spoke on “What’s New 
in Merchandising”; Howard W. 
Price, executive vice president 
and general manager, Salt Lake 


The “gates” are opened at the Denver 
meet 


The first luncheon meeting was well attended ... 


The H. I. P. Club ticket committee was on the job 
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Hardware Co., who discussed 
“Planning for Profit and Prog- 
ress”; John J. Seiler, Publicity 
manager, Beacon Wax Co., Bos- 
ton, Mass., who asked, “Where 
is the Hardware Dealer Go- 
ing?”; and Wm. G. Mashaw, 
NRHA, who explained the Asso- 
ciation Story. 

In his talk about the future 








problems of the retailer Mr. 
Price stated, “If the hardware 
wholesaler is going to progress 
and be successful then he must 
think more and more along retail 
lines.” He claimed that turn- 
over was perhaps the biggest 
problem facing retailers and 
that wholesalers should be able 
to help them in this regard. 





Colorado Gov. Stephen R. L. McNichols is Fixtures were displayed for re- 
greeted by conventioneers at session 


modelers in hotel 


. most members sat up front to hear speakers. 


. and here is the crowd that came to their banquet. 
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Pacific Northwest 
Dealers Hold 
Joint Meeting 


Pacific Northwest 

Hardware & Implement 

Association 
(Spokane—Jan. 27-29) 


Hardware and Implement 
dealers, more than 500 strong, 
gathered in Spokane, January 
27-29 for the 53rd annual con- 
vention of the Pacific Northwest 
Hardware and Implement Asso- 
ciation. 

These dealers, from Oregon, 
Idaho and Washington, split into 
two groups for most of their 
business meetings, that featured 
speakers and panels of particu- 
lar interest to either hardware 


% © a 


HARDWARE GROUP is very attentive 
as they listen to speakers 





CENTER of head table at final banquet . 
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OFFICERS AND DIRECTORS pose for picture just prior to a board of di- 
rectors meeting. Seated (left to right) are: John F. Streiff, Lewiston, Idaho, 
who was elected vice president; Howard Hagen, Pendleton, Ore., newly elected 
president; and Fred L. Hecker, Spokane, immediate past president of the group. 


men or implement dealers. 

A panel discussion, with Os- 
good Murdock, San-Francisco, as 
the moderator, was a highlight 
of the January 28 meeting of the 
hardware men. ‘Modern Mer- 
chandising” was the title chosen 
for the panel discussion, and 
there were many questions from 
the floor to enliven this session. 
Panel members were: Gordon 
Jones, North Hill Hardware, 


.. SETH MARSHALL, . 
JR., addresses group 


¢ x 4 


.. FRIENDS visit and enjoy the fine food... AS DELEGATES move in to fill room 


Spokane; Wilbur Peters, Peters 
Hardware, Opportunity, Wash.; 
Kenneth Hancock, The R. E. Lee 
Co., Colville, Wash.; Seth Mar- 
shall, Jr., Marshall Wells, Spo- 
kane; and Jack Hollander, 
Streaters Industries. 

Seth Marshall, Jr., sales man- 
ager of Marshall Wells, Spokane 
branch was also one of the fea- 
tured speakers at one of the 
hardware sessions. 


- WINNERS at “Farm Party”... ALL have lots of fun 
receive awards 


at “Farm Party” 


el * 5 s 
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North Coasters 
Enjoy Meet 


North Coast Retail 
Hardware Association 
(Seattle—Feb. 3-5) 


More than 1,000 persons regis- 
tered at the North Coast Retail 
Hardware Association’s 1957 
Convention and Show which was 
held in Seattle, February 3-5. 

Dealers were told that this na- 
tion is “on the threshold of a 
new era” by W. P. Fuller 
Brawner, president of the W. P. 
Fuller Company. “Major indus- 
tries will be operating at or near 
capacity throughout 1957,” Mr. 
Brawner said. “It seems likely 


DEALERS visit show exhibits 


EXHIBITORS talk to dealers 
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OFFICERS AND BOARD OF DIRECTORS of the North Coast Retail Hard- 
ware Association for the coming year (seated left to right) are: Gerald 
Kasserman, Portland; Martin Danko, managing director of the association; 
Mrs. Grace Lambert, Ist vice president from Aberdeen, Wash.; R. C. Cole, 
newly elected president from Astoria, Ore.; Frank Hedges, 2nd vice president 
from Independence, Ore.; and Lloyd Walker, Eugene, Ore. Standing (left to 
right) are: Don Custer, Renton, Wash.; Robert Brosey, Winlock, Wash.; Ronald 
Gowan, Seattle; Richard O’Kelly, Seattle; Larry Adams, Grants Pass, Ore.; 
Ed Cavanaugh, outgoing president from Auburn, Wash.; and Roy Winken- 


werder, Yakima, Wash. 


that Western industrial expan- 
sion also will continue to keep 
pace with the increasing popula- 
tion.” 

R. C. Cole of Astoria, Ore., was 
elected president, succeeding Ed. 


... SEE new president take over 


.-- LOOK at promotional literature 


R. Cavanaugh, Auburn, Wash. 
Mrs. Grace Lambert, Aberdeen, 
Wash., moved up to list vice 
president, and next year will 
probably become the group’s 
first lady president. 


. .. AND dine at industry banquet 


. .- AND pass on product information 
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San Francisco Has A Good Market Week 


Attendance held even with the record-breaking 
registrations of a year ago at the February 
Winter Market, San Francisco Western Merchan- 
dise Mart, but dealers in attendance visited a 
greater portion of the showrooms than ever be- 


LARGE ATTENDANCE on opening day of the Winter 
Market, at the Western Merchandise Mart, created this 
traffic jam in front of the lobby-floor elevators. Over 
16,000 buyers registered during the week-long market. 


PRETTY GIRLS help set the stage for a speaker during 
the Western Radio Television and Appliance Trade Dinner, 
held in the Western Merchandise Mart, during the mar- 
ket. F. W. Williams, secretary, Residential Gas Section, 
American Gas Association, New York City, was the fea- 
tured speaker at this evening affair. 


fore, making this one of the best markets ever. 
Salesmen from all categories reported they had 
done excellent business, many of them having ex- 
ceeded the amount of business written by sub- 
stantial amounts. 


NEARLY 600 store owners and managers registered for 
the Store Lighting Clinic, held in space 490 under spon- 
sorship of the Northern California Electrical Bureau, 
during the one week market. 


NEW “ROCK AND ROLL” TOY “Tumble-Tub,” manu- 
factured by Allwork Manufacturing Company, Oakland, 
Calif., is demonstrated to a group of buyers by the 
daughter of the inventor. The toy was invented by the 
wife of the owner of the manufacturer, and was presented 
to the press and the toy industry at the Tuesday luncheon 
during Market Week. 
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OUTDOORS 


_. AND 

___ HARDWARE WEEK 
eee WILL BE 
ae BUSIER 
WHEN YOU 


FEATURE 


PIRE BRUSHES 


the only complete household and personal brush 


Another 

Hardware Week Special 

The outdoor season's 

coming up, be ready with the 

new Empire Spinning-Sudsing 

Fountain Brush #5647. Packaged 

in a colorful display-shipper, as are 
the two Hardware Week push brooms. 


All your brushes from one dependable source 


line with the Good Housekeeping Seal of Approval. 
11,250,000 women will see this Good Housekeeping 
ad just when it counts most — during your 

all-out Hardware Week promotion! 

One more reason to feature Empire Brushes during 
Hardware Week . . . and every week of the year! 
When you show Empire, you're showing designs, 
packaging and values second to none. Put new life in 


Hardware Week with Empire—the number one brush maker! 


EMPIRE BRUSHES, INC. Port Chester, New York 


For Details Circle 26 on INQUIRY CARD 
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APRIL MERCHANDISING 


FIFTH WEEK 








FIRST WEEK SECOND WEEK THIRD WEEK FOURTH WEEK 








March 29-April 5 April 6-12 April 13-19 April 20-26 April 27-May 3 











| WINDOW Al Time-out for Do-It- irha Hardware Week 


Yourself Hobbies 


Clean - Up, 
Fix-Up 


Time-Out for Do-It- Paint - Up, 


| Yourself Hobbies 


Clean - Up, 
Fix-Up 


Paint - Up, 











WINDOW B Get the Blooming Gar- 


den Ready 


Get the Blooming Gar- 
den Ready 


Play the Round Games| Play the Round Games 








Playing in the Spring 
Cont ) 


| 
| Time-Out for Do-It- 
Yourself Hobbies (Fea 
ture supplies for a 


of craftsmen) 











Hardware Week 
manufactur- 
this 


| IN-STORE 

| PROMO- 
TIONS 

| AND 

| SOURCES 
FOR 

| ADVERTIS- 

| ING 


irha 
(Feature 
ers’ specials for 
promotion) 


Get the Blooming Gar- 
den Ready (Feature 
fencing, incinerators, 
steel goods, mowers, 
small hand tools, con- 
tainers, outdoor light- 
| ing, etc.) 


Play the Round Games 
(Feature all types of 
games played with 
balls) 


Clean - Up, Paint - Up, 
Fix-Up (Feature paint, 
painting supplies, 
cleaning supplies and 
equipment of all types) 


tyne 


Get the Blooming Gar- 
den Ready (Cont.) 


Time-Out for Do-It- 


Yourself Hobbies 
(Cont ) 


Clean - Up, Paint - Up, 
Fix-Up (Cont.) 


Play the Round Games 


Playing in the Spring 
cont. ) (Cont.) 





Spring Cleaning (Cont.) | Let’s Go Fishing (Fea- Let’s Go Fishing (Cont.) 


ture rods, reels, creels, 
port clothing 


Let’s Go Fishing (Cont.) | Let’s Go Fishing (Cont.) 


etc.) 





Check Your Auto Now 
(Cont ) 


Check Your Auto Now 
(Feature batteries, 
tools, seat covers, ra- 
dios, and all types of 
for the 
careful motorist) 


(Feature| Food Servers (C Food Servers (Cont.) 


Food Servers 
buffet 





Aniditcineieaeictaninan | 








SPECIAL Aoril 1-7—Nat’l Arts &| April 6-13—L 


April 25 - May — irha 
DATES | Crafts Week | Bal 


et’s Play| April 14-20—Bik 
Hardware Week 


| Week ty Week 





}— April 28-May 4—Brand 


Names Week 








| April 1-May Nat'l] April 8-15 — Nat'l] April 16-23—Nat'l Do- 


Week! It-Yourself Week 


April 1-May 1 — Nat’! 




















Father's Day Planning 
Should Start Now 


According to the Father’s Day 
Council, Inc., last year was the larg- 
est Father’s Day in dollar volume on 
record, with about $350 million dol- 
lars being spent for gifts for Fathers. 
They predict greater volume for 1957. 

The Council has announced a time- 
table for this year’s Father’s Day as 
follows: 


Day promotions and organize all 
steps. 

April 4—Order 
teriors for Father’s 

April 5—Begin 
Father’s Day 
publicity. 

June 1—Start Father’s Day adver- 
tising. 

June 4-16—Display Father’s 
windows and interiors. 


windows and in- 
Day. 
preparing store 


advertising and 


«*" LADDERS” 


WOOD LADDERS ARE SAFE LADDERS 











WINDOW STREAMERS in this years 
ladder promotion sponsored by the 
American Ladder Institute will be red 
on white and feature the words “It’s 
Time To Buy Ladders Now.” April 


Day 


April 1—Order displays, mats, etc., 
from Council. 

April 2—Start store meetings with 
department heads re: Father’s 
Day Promotions. 

April 3—Start preparing Father’s 


50 


All material referred to the fore- 
going can be obtained by writing to 
Father’s Day Council, 50 East 42nd 
Street, New York 17, New York. 

Father’s Day falls on June 16 this 
year. 


has been designated as National Lad- 
der Month, and the Institute has an- 
nounced a window display contest, 
ending May 15, which again offers a 
cash prize of $100 for the best win- 
dow in each of three areas. 
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the FINEST tools 





YOUR CUSTOMERS CAN BUY 


(il EAT \ECK AIR-CUSHIONED 


PRECISION-BALANCED HAMMERS 


THE GREAT NECK ONE- 
PIECE FORGED-STEEL 


Combines the best 
in tool workmanship 
with the finest of tool 
steel. Unsurpassed. 
one-piece hand tool 
that permits effort- 
less wrist motion. 
Electrically hard- 
ened mirror polished 
head and rubber 
cushioned grip 
makes this hammer 
a must for today’s 
working pleasure. 


THE GREAT NECK 
Ne 


Perfectly balanced 
its all steel from head 
to handle. Tough 
Tubular alloy tool- 
steel shaft can’t bend 
or break. Shaft is 
permanently locked 
into electrically 
heat-treated, forged- 
steel head—balanced 
to produce extra 
power. Modern air- 
cushioned non-slip 
rubber grip is per- 
manently fused to 
the shaft to absorb 
shock. 


No. HA-4 
HALF 
HATCHET 


STYLES: Curved and Straight Claw for everyone: home- 
owners, craftsmen, professionals. 16 oz. and 20 oz. heads — 


packed 4 per box. Individually boxed for Xmas and for year- 
round gift-giving. 


WRITE FOR COMPLETE CATALOG 
OF TOOLS AND KITS FOR EVERYONE 


GREAT NECK 


SAW MANUFACTURERS, INC. 


For Details Circle 27 on INQUIRY CARD 
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No. A-2 
SPORTSMAN 
AXE 


NAME 


Do floor nails 
rip into your 





Holt demountable 
drum cushion keeps 
rental sander 
always working 





For rugged 
S rental trade. 
Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itseif comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 

paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 


. L_——— on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 


break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 
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MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


HOLT MFG. CO. Dept. K-3 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


POSITION 





FIRM 











ADDRESS 
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Time Out 
for Do-It-Yourself 
Hobbies 


Schedule: March 29-April 12 


OBJECTIVE: This promotion was scheduled to 
tie in with Hobby Month, which is sponsored by 
the Hobby Guild of America, 550 Fifth Ave., New 
York 19, New York. The month includes special 
weeks for particular hobbies such as: National 
Arts and Craft Week—April 1-7; Natl. Model 
Building Week—April 8-15; National Do-It-Your- 
self Week—April 16-23; National Photography 
Week—April 24-30. The purpose of promoting 
these various hobbies is to help curb juvenile de- 
linquency by furthering interest in hobbies and 
in well-directed use of leisure time. You can tie 
in by promoting this as a family hobby idea, par- 
ticularly for Dad-and-Son tool-working hobbies. 


WINDOW—Make a cut-out cardboard sign to 
look like an old-fashioned alarm clock. Group 
tools and supplies for various types of hobbies and 
identify them with a card. You might enhance the 
display and create local interest with some ob- 
jects built by some of your customers. These peo- 
ple are always proud to show their creations and 
you will have made a friend for life when you use 
his or her items. 
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DIRECT-MAIL AD—A letter “To the Entire 
Family” might be a very excellent good-will 
builder. Copy of letter could include the following 
thought: “When the family works together on 
hobbies they enjoy each other better. Try it dur- 
ing Hobby Month—April. Depend upon us to help 
you get started with a hobby or hobbies your 
whole family can enjoy.” Then list some of the 
hobbies they can pursue by getting the materials, 
tools and supplies from your store. 


RADIO AD—Use for the commercial about the 
same wording as suggested for the Direct Mail 
Ad. Use these spots at times when Dad will hear 
them and during the day with a slant in the copy 
for Mom. 


NEWSPAPER AD—Similar copy as the letter 
can be used in your lead paragraph for the ad. 
List types of hobbies and under each heading list 
the tools and supplies needed along with prices for 
each. If you can offer any assistance to the hobby 
newcomer, announce this in all ads. 
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UP Sales and Profits 


in Tinware with 
nationally advertised 


MOULI LINE 


THE MOST PROMOTED 
PRODUCT IN THE 
COUNTRY! 


KING SIZE 
SALAD MAKER 
SLICES > CHOPS + SHREDS + GRATES 


Non-slip rubber tipped fold-away legs 
+ « won't scratch . . s@ve space 
Individually packaged i $498 


n 
multi-color display carton RETAILS 


MOStL 


MANUFACTURING CORPORATION 





mph gre a ALL-PURPOSE 


a 


Cavestime and work! 


RIP 
TOOL 


A. CRIPE TOOL 
MFG. CORP. 


Holly, Michigan 


New all-purpose hammer designed to save time by elimi- 


Ce Me a ee 
heavy nails. COMFORTABLE H 


Pa 


ee 


Head is heat-treated to a tool steel hardness and finished 
to a very smooth chrome-like finish. 


Smoothly finished hickory handle of sturdy second growth 
hickory. 


Handle is permanently secured in head with a zinc-plated 
wedge. Here is a carefully balanced hammer you'll never 
want to be without. 


MPLETE PULL WITH 
THE SMALL CLAWS 


Western States Representative 


WIRT B. KING 


2500 Woolsey Street Berkeley 5, California 
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Bay Ly 


Get the best . 


GILMOUR 


..and watch those profits 


gilmour 
HOSEMASTER 


Exclusive pistol grip con- 
trol. Precision designed and 
quality produced to be the 
world’s best hose nozzle. 
Leakproof and non-corro- 
sive. 


gilmour LAWNMASTER 


SPIN-BOY sprinkler. Pat- 
ented working design. Sim- 
ple, rugged construction. 
Fan-like spray over 1000 
sq. ft. Light weight. Can't 
rust or clog. 


gilmour hosemaster 
INSECTICIDE SPRAYER 


Fits garden hose for accu- 
rate mixtures without pre- 
mixing liquids. Up to 100 
gals. of solution without re- 
filling unbreakable  con- 
tainer, 


MONEY BAC, 
Factory 


GUARANTEED 


GILMOUR 


ee 


TWIN-SPIN sprinkler. 








Xe grow! 


os 
gilmour LAWNMASTER 


Full 
rotating at constant speed 
at pressures from 20 to 100 
lbs. Sprays over 1800 sq. ft. 
with uniform coverage. 


gilmour REELMASTER 


Fiberglas 2-way hose reel 
attaches directly to faucet 
or stakes out on lawn with 
special holder. Holds up to 
175 ft. of garden hose. 


. by the world’s largest manufacturer 


of pistol grip hose nozzles. 


write for FREE 
jiterotur® 


MANUFACTURING CO. @ SOMERSET, PA. 
HOSEMASTER PRODUCTS 
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Clean-Up 


Paint-Up 
Fix-Up 


Schedule: April 13-26 


(Date optional . . . should be scheduled 
to tie in with your community program) 


OBJECTIVE: This promotion is a tie-in with 
the Annual Clean-Up, Paint-Up, Fix-Up Com- 
munity Development Program which is scheduled 
at various times during April or May by various 
cities and towns. It is sponsored by the National 
Clean-Up, Paint-Up, Fix-Up Bureau, 1500 Rhode 
Island Ave., N. W. Washington 5, D. C. Special 
posters and display material can be obtained by 
writing to this organization. 


WINDOW —Use the association poster as the 
main part of your background. Hang from ceiling 
as shown circle signs which have a “trade-mark” 
type of identification such as a sponge for Clean- 
Up, a paint brush for Paint-Up and a screw driver 
for Fix-Up. Group the tools and supplies accord- 
ing to their respective categories. 


DIRECT MAIL—tTell your customers that you 
are tying-in with their community program and 
that most of the items necessary to carry out such 
a program can be bought at your store. List 
many of the things that will be required and offer 
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to give suggestions on the use of special tools or 
supplies such as paint or special cleaners. 


SPECIAL EVENTS — Check with your local 
Chamber of Commerce or other group that may be 
sponsoring this local program. Offer to help such 
as speaking before luncheon clubs in your area or 
at schools. Offer to post a bulletin board in your 
store to announce special meetings and commit- 
tees and to post special announcements from the 
general committee. 


RADIO—Check with committee so that you can 
back up their plans with special announcements on 
your time. 


NEWSPAPER ADS—If you can get the organi- 
zation’s special mats, use them in all of your ads 
throughout the campaign. On your opening ad 
make it big and impressive and show many of the 
items that will be needed by those townspeople 
who will participate in the event. 
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Get the Blooming 


Garden Ready 


Schedule: April 20-May 3 


OBJECTIV E—Although hardware men in most 
of the 11 Western States will have had a Spring 
Opening before this, it would be wise to hold this 
type of promotion now as it is about this time that 
the garden requires a lot of work . . . preparing 
soil, planting, fighting pests, getting plants in con- 
dition, and grooming shrubs, grass and perennials. 


WINDOW—tThe sign is a play on words, or 
rather the one slang expression, “bloomin.”’ Use 
a paper cut out flower as an attraction in back of 
sign. It is made simply by cutting some colored 
paper (your choice of yellow, pink or red) into 
oval shapes and pasting them onto the back of 
circle card of brown or yellow. If you can rig up 
a motor, you can make a very attractive action 
piece by following directions in window outline. 
Place flower on one end of a 1” x 1” piece of wood 
and a cut-out card board to resemble a seed on the 
other end. Hook this up to a motor geared to run 
slowly. 
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DIRECT MAIL AD—Use the packet idea (let- 
ter with several folders from manufacturers re- 
garding special products such as power mowers, 
sprinklers, fencing, wheelbarrows, insecticides, 
etc.). Offer each lady who comes into the store 
to look over your garden supplies a carnation or 
some other suitable flower. 


RADIO—Use frequent commercials and high- 
light one item at a time, such as a power mower 
or hedge trimmer, etc. Repeat each time the 
theme of your promotion ... “Get the Blooming 
Garden Ready.” 


NEWSPAPER AD—On the first ad to herald 
the promotion, use a relatively large ad illustrat- 
ing many items that will be needed. Follow this 
in other issues with ads promoting a single prod- 
uct. Manufacturers’ mats could be used effectively 
for this purpose. 





GREAT SOURCE 
GREAT NAME 

for PLASTIC and RUBBER GARDEN HOSE 
and flexible sprinklers 


® top quality! 
@ new colors! 
© new packaging! 


UTE 


__ For Details Circle 31 on INQUIRY CARD 


TOOL BOX PACKAGE 


A tested, proven, profitable promotion 
of 6 OUTSTANDING, 
FAST SELLING TOOL BOXES 


Give your customer variety without top heavy inventories. 

; a These six extra profitable boxes are the leading sellers in 

All with y el stores from coast to coast because they are America's top 

HASP & STAPLE value with a full markup for the dealer. Order your 

Arrangement os Combo ‘'6”’ today, and you will See why Simonsen is the 
a : ‘ First Choice of Mechanics and Tool Box Buyers. 


Padlocks 











a a | W4IT—14" x 72” x 6” 
6 161MT—16" x 72" x 534” 
T9ODL—19" x 71/2” x 53,” 
T9TLB—19" x 71/2” x 8” 
162T—16" x 72" x7” 
164T—16" x 81/2” x 1042" 


Master packed 
for convenience, 
reshipping. 
Seamless Drawn Boxes. 











America's greatest Tool Box Promotion! 


Write for your catalog of the complete Simonsen line... 
America’s largest selection. 
SIMONSEN INDUSTRIES, INC. - 1414s. Michigan Ave., Chicago 5, Ill. 
For Details Circle 29 on INQUIRY CARD 
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180 — COMPLETELY RE-STYLED 
packaging ffor Kleenkut pinking 
shears increases items sales potential 
to the gift buying market. Box lid 
wrap simulates rich tan linen fabric, 
inside shears rest on brilliant red 
platform.—Acme Shear Company. 


181— FASTER SELF-SERVICE is 
made possible by the newly redesigned 
“Garden-diser,” which holds more 
tools with less crowding. Taking only 
31” x 48” of floor space the display 
holds over 12 dozen tools, price 
marked.—Gardex Incorporated. 


182—BRILLIANTLY COLORED dis- 
play card for counter top sales is in- 
troduced by Elmer’s Glue-All, poly- 
vinyl acetate adhesive. Bottle-cap also 
is new, featuring screw-on top for 
easy refilling from big jars.—Borden 
Company-Chemical Div. 
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Merchandising Aids 


183—COUNTER-TOP MERCHAN- 
DISER for U-Fyx vinyl-plastic patch 
kit for repairing garden hose, toys, 
raincoats, etc., is now available from 
the manufacturer. Colorful package 
tells how adhesive holds where ordi- 
nary glue will not.—Booker-Cooper, 
Inc. 


184—SELF-SERVICE rack for pack- 
aged nails stocks 60 one-pound boxes 
and eliminates old-fashioned measur- 
ing, weighing, bagging and tying. 
Takes only 12” x 17” of counter space 
and is a spur to impulse buying. — 
Atlas Tack Corporation. 





185—ROPE RACK merchandiser for 
King Cotton manila rope acts as sales 
center by giving good stock of many 
sizes on interconnected spools. Three- 
color rack is of heavy gage steel rod 
and comes completely assembled.— 
John H. Graham & Co., Inc. 


186—WINDOW OR IN-STORE dis- 
play unit provides for a complete 
garden-supply department in addition 
to garden hose and sprinklers. Five 
feet wide by seven feet high with pro- 
jecting canopy unit comes lettered 
with stores individual names:—Sup- 
plex Company. 





It's tool-up time 


\= 


e/ 00-0? Ti \ ci / 
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187—TOOL-UP TIME sales kit is offered free to dealers. Features adjustable 
window display and newspaper mats to tie in promotion of tools. Picket fence 
cut-out sections support both long and short handled tools. Full color unit is 
effective alone or can be used to enhance a larger gardening display. Reports 
indicate as much as 76% increase in tool sales from use of sales kit.—True 


Temper Corporation. 
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 anorsen GOMASH | VALU : 


NOTICE 
V.LP. 
PROMOTION 
ENDS 
MARCH 31! 


Send for 
details now! 





Place match or nail in hole to hold 
narrow inner spring while making 
change. Disconnect old blade. 


Extend blade full length enell con- 
nection appears. Note small hole 
adjacent. 





rrom WILSHIRE’S GIGANTIC / 








7-PC. POLISHED BRASS ENSEMBLE : : 
No. 17-17 Black Mesh ry 


No. 17-18 Brass Finish Mesh 


everybody 
wants 


reg. $80.00 list 


4865 San Fernando Road West e Los Angeles 39, Calif. 
For Details Circle 35 on INQUIRY CARD 





DICCTONS 
exclusive 


Insert new blade as shown. Remove 
match or nail and release. Total time 
for blade change only 10 seconds! 


0-socond blade change! 


Only Disston Carlson Steel Tape Rules permit your customers to 
change blades in 10 seconds without opening case! And look at all these 
other selling features! 





@ Jet black numerals on gleaming white surface 
@ Easy-action swing tip 

@ Integral automatic brake system 

@ Pocket-size, chrome-plated, lightweight case 


The profit picture’s pretty, too. For example, the 10’ Big Chief shown 
above retails for $3.25. Your profit? $1.08! Place your order for Disston 
Carlson Steel Tape Rules through your Disston wholesaler today! 


WANT MORE INFORMATION? Write: Henry Disston Division 
H. K. Porter Company, Inc. 
Philadelphia 35, Pa. 


HKP> Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 


For Details Circle 34 on INQUIRY CARD 
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For steam, hot or cold 
water, oil, gas and 
compounds. 


DESIGNED for rugged service. 200 
pounds pressure. These valves can’t 
stick. They are also available with 
rubber poppets for use with air or 
cold water. Operation is noiseless. 

Very sensitive in operation. Work in 
any position. Made in seven sizes. We 


‘ will design special Check Valves. 


Write today for Bulletin 1002, or telephone 
James Tannehill, Harrison 3313 today. 


STRATAFLO PRODUCTS, INC, 


Fort Wayne, Indiana 


For Details Circle 36 on INQUIRY CARD 
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WESTERN HARDWARE 


FIFTY-YEAR CLUB 
Members 





RECOGNITION is given in the following columns 
to firms who have served the Western hardware 


market for 50 years or more. 


Others who may 


qualify should send full details to the editor of 


HARDWARE WORLD. 


Firm Founded In 1905 


NOTHER member has been 

added to the Hardware 
World 50-Year Club. The store 
is Frederich’s Hardware, Ore- 
gon City, Oregon, founded in 
1905 by C. W. Frederich, father 
of the present owner, R. R. Fred- 
erich, who has worked full time 
in the store since 1912. 

In 1927 the firm added a fur- 
niture department which was 
subsequently moved one block 
west to a new, two-story, 17,000 
sq. ft. concrete building. This 
move allowed expansion of the 
hardware departments. 

Lawn mower and tiller de- 
partments are at a subsidiary 
location in a Farm & Garden 
Store at a location one block 


pie ‘ en 


east of the hardware store. 


The main store at 602 7th 
Street is 50x120 ft. with gift 
and houseware in the basement. 

Located on the chiefly resi- 
dential upper level of Oregon 
City, the store uses four full- 
time employees on the hardware 
floor and calls in extra help for 
special events, while most ser- 
vice work is farmed out to spe- 
cialty shops. 

Of note is the store’s method 
of inventory. Making use of 
two-man teams called in for one 
day and one evening the store 
inventories in one day, a process 
that used to drag out for 30 
days or longer. 


FULL-VIEW merchandise displays are an outstanding feature of this Oregon 
City hardware store. Easy to see and reach items add buy-appeal and speed 
up service to customers. Note method of V-belt display. 
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Rebuilds Store in 
50th Year 


LANS for a 50th Anniversary 

sale in 1953 by Fortuna 
Hardware Company, Fortuna, 
California, were rudely inter- 
rupted by a fire which burned 
their store to the ground. How- 
ever, out of the ashes of this dis- 
aster has arisen a new, modern 
store with full basement facili- 
ties. 

The continued growth of the 
firm has been attributed to a 
recognition of the present state 
of change in the hardware in- 
dustry and the necessity of the 
dealer keeping abreast of such 
changes. 


Store management believes 
that only through vigorous ad- 
vertising and promotional pro- 
grams can the individual hard- 
ware store dim the threat cur- 
rently poised in the merchandis- 
ing methods of the industry’s 
competition, the so-called super 
market. Owner J. K. London 
further states that the hardware 
store which spends less than 
3% on advertising is a prime 
factor in the success of its com- 
petition. 

HARDWARE WORLD welcomes 
this far-thinking store to the 
ranks of it’s 50-Year Club. 
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YEARS IN HARDWARE. 


HE eighth San Francisco firm 

in the city’s history to cele- 
brate 100 years in business, 
Charles Brown & Sons, entered 
their centennial year January 1, 
1957. 

The company traces its be- 
ginning to the arrival in San 
Francisco in 1857 of Charles 
Brown, a Bavarian-born tinker, 
who, with his practiced tin- 
smith’s eye, noticed the shortage 
of buckets in the city. Lacking 
a municipal water system San 
Francisco was forced to import 
its water from springs in Sau- 
salito and Tiburon, from whence 
it was floated across the Bay and 
sold to housewives who carried 
it home in pots and pans. 

Setting up a shop in a Kearny 
street building, he was soon 


turning out not only his highly 
successful buckets, but tin roofs 
for miner’s shacks and steel pans 
for panning gold. The modern 
Charles Brown Company still 
sells mining pans, the only item 
kept continuously in stock for 
the whole 100 years. 

By 1906 Charles Brown had 
located in the Academy of Sci- 
ences Building at 815 Market 
Street, with a full line of home- 
wares, a set of luxuriant white 
sideburns and three sons, Harry, 
Max and Ben, working with him 
in the business. The store was 
completely destroyed in the 
earthquake and fire. 


After the Quake 


Operating in a _ temporary 
location on Van Ness Avenue, 














60 


wee 


— 


—_ 


OO > 


S. Walter Newman 


it was not until two years later 
that, through the work of 
the Downtown Association 
(amongst whose founders was 
Ben Brown), the company re- 
turned to 871 Market as Charles 
Brown & Sons. The firm moved 
to its present location, the site 
of the old Hof Brau restaurant, 
in 1933. 

In 1917, Charles Brown and 
his son Harry, died. In 1926 
Ben and Max retired and S. 
Walter Newman together with 
a grandson of Chas. Brown, 
Larry Marks, took over the 
Brown interests. All of the 
Brown sons and grandsons have 
since passed away; only a 
daughter, Mrs. Hattie Marks, 


SAN FRANCISCO--1906 . . . Temporarily abandoning the disaster area merchants, such as Charles Brown & Sons, 
opened up on Van Ness Avenue. 
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has survived and now lives in 
San Mateo. 

S. Walter Newman and his 
brother Edwin S. Newman, now 
vice president of the firm, were 
born into a California business 
almost as old as Chas. Brown & 
Sons. An 1872 edition of Ayer’s 
American Almanac was locally 
published by their father, Simon 
Newman, a dealer in dry goods, 
groceries and hardware, and in 
1899 the founder of Newman, 
California near the San Joaquin 
River. 


Makes Plans 401 New Trend 


Looking forward to the fu- 
ture, Mr. Newman, sees an en- 
tirely new trend in homewares, 
the development of labor-saving 
devices which decrease the 
housewife’s drudgery and give 
her greater opportunity for rec- 
reation. leisure and community 
service. Formerly emphasis was 
on hardware, now it’s home 


wares and the modern man is 
just as interested in new cook- 
ing and labor-saving devices as 
is the housewife. 

Most of the firm’s employees 


have a service record of 10 to 
30 years, with some as high as 
37 years. 

The Charles Brown organiza- 
tion in celebration of 100 years 
of service to over six genera- 
tions of San Franciscans, plans 
a year-long series of sales, pro- 
motion of which will be devel- 
oped around homewares under 
the firm’s vice-president Edwin 
S. Newman, who together with 


SELF-SERVICE DISPLAYS that seem modern even by today’s standards were 
part of the Charles Brown & Sons sales methods in the early 1900’s. All items 


were price-marked for real self-service. 


his brother, plays a leading role 
in the store’s management. 

Between 1940 and 1952 a 
Maiden Lane branch of the store 
helped to develop the alley to the 
modern and glamorous thoro- 
fare it is today. 

Under the Newman manage- 
ment the firm has also increased 
its activities to include giftwares 
and has substantially increased 
its operation in the field of 
restaurant and hotel supplies, 
maintaining an outlet for the 
latter purpose at 712 Mission 
Street. 


An interesting note is that 


SAN FRANCISCO—1957 ... Charles Brown & Sons modern store as it appears 
today at 813 Market Street, the busiest block in San Francisco, with all-time 


highs for pedestrian traffic. 
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in 1900 Charles Brown smashed 
tradition with a revolutionary 
advance in retailing methods. 
He removed counters from his 
store and put the merchandise 
in open cases with price tags 
attached and let customers se- 
lect for themselves. Thus 
Charles Brown & Sons became 
one of the first “self-service” 
retail stores in the nation. 

The 100 years ahead offer 
even greater challenge to 
Charles Brown & Sons than did 
the hundred past. Though the 
early days of California, the de- 
vestating earthquake and fire of 
1906, and years of depression of- 
fered trial enough, the years 
ahead will call for even more 
far-sighted thinking, initiative 
and immagination in order to 
maintain a place of leadership in 
homewares retailing. The com- 
munity interests of the firm’s 
outstanding management are in- 
dicative of the trends in modern 
merchandising. Merchants of a 
selling area must work together 
to better serve their buying pub- 
lic and since the founding of the 
Downtown Association, Charles 
Brown & Sons has been an out- 
standingly active member of the 
organization. 

Congratulations of the entire 
industry are extended. 
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it's easier to sell the 


S—~ 
/ Modern Line / 


om, \ =e than to sell 
against it! 











“SALES BOOSTER" 
STICKER 
turns lookers into buyers 


Attractive sticker on every item in the 
Modern Line is an effective ‘silent 
salesman”. It points out the important 
features of each product... helps you 
get fast turnover. 


In every detail, the Modern Line for 
1957 is geared for sales. Expertly de- 
signed ... bright, appealing colors... 
made of top quality materials . 
manufactured to the highest standards 

. and priced for action! 


The MODERN Line 
is COMPLETE 


( a” * 


WHEELBARROWS 


Five popular models, from 
3 ft. to 5 ft. cubic capacity. 


CARTS 


Convertible 
Spreader -Cart 
and conventional 
Utility Cart. 


key 


j 


// 


SPREADERS 
Two lines — the 
de luxe PRINCE 
models and the 
fast selling 
COMMANDER 
models. 











feakeolel(-lae 


ifeleo}) mm. mel (mm oto e 


5389 W. 130th St. Cleveland 11, Ohio 
& 
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Promotion truck from Englewood Hardware Company. 


Merchandiser Paints The Street 
Gold 


The paint retailer in search of 
an unusual promotion guaran- 
teed to attract public notice 
might well take a note from the 
experience of Mrs. Maude Cof- 
fey, owner of Englewood Hard- 
ware Company, Englewood, Col- 
orado. 

During a recent city - wide 
celebration in this south Denver 
suburb, Mrs. Coffey arranged to 
literally “paint the streets with 
gold.” On the night before a 
parade was scheduled, co-spon- 
sored by retail merchants 
throughout the community, 
Englewood Hardware Company 
used a dozen gallons of gold 
paint and the services of all of 
its employees to paint main- 
artery Broadway, Acoma Street 
on which the hardware store is 
located, and one other paved 
street, with a coating of gold 
paint. The job was begun at 2 
o’clock in the morning, using 
high-pressure  professional’s 
paint guns, reserve tanks, etc., 
to carry out the job with a mini- 
mum amount of interference to 
traffic. 

The police department, which, 
of course, had control of the pa- 
rade and the crowds scheduled 
for the next day, cooperated 
magnificently, roping off the 


streets during the painting oper- 
ation and keeping traffic off 
until the asphalt or concrete 
beneath had time to absorb most 
of the oils and to allow the top 
to become dry. 

During the parade itself, 
Englewood Hardware Company 
displayed a panel delivery truck, 
with both five and one gallon 
empty cans from which the 
street painting job had been 
done mounted on top of the 
truck. A slogan sign down both 
sides of the truck pointed out, 
“Here’s What Made Gold On The 
Street!” 

Concurrently with the demon- 
stration, Englewood Hardware 
Company staged a huge paint 
sale in its two stores, emphasiz- 
ing exterior paints, clean-up, fix- 
up operations and the “do-it- 
yourself” market. Paint sales 
were considerably amplified, both 
by markdowns and the fact that 
all employees of the store wore 
novelty hats and costumes to 
provide a gay selling atmosphere. 

As a net result, Englewood 
Hardware Company sold an all- 
time record volume of paint and 
established itself as “that store 
which painted the streets’ per- 
manently in the minds of Engle- 
wood residents. 
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Heath Takes New Post 


William H. Heath has been named 
Hardware sales manager by _ the 
Henry Disston Division, H. K. Porter 
Company, Inc. 

Prior to joining Disston, Mr. Heath 
was sales manager of the Plastic De- 
partment of Porter’s Quaker Rubber 
Division. 


Simonsen Names Holsclaw 


DENVER—Roy J. Holsclaw, Den- 
ver, has been selected to represent 
Simonsen Industries, Chicago as an- 
nounced by Harry H. Simon, vice 
president in charge of sales for Si- 
monsen. Mr. Holsclaw will call on the 
hardware jobbers in Montana, Idaho, 
Wyoming, Utah, Colorado and New 
Mexico, 


Decatur Ups Dunning 


Roy J. Dunning has been named as- 
sistant sales manager, Decatur Pump 
Company of Decatur, Illinois. The new 
position has been created to further 
the development of the company’s 
sales training and merchandising. 

Mr. Dunning was district manager 
for the company for several years 
prior to his promotion. 


New Mastic Exec Positions 


I. G. (Dick) Rivers has been elected 
vice president in charge of sales, suc- 
ceeding Carl Resnikoff, who has been 
appointed to the new position of vice 
president in charge of marketing for 
the Mastic Tile Corporation of Amer- 
ica. Mr. Rivers will operate from his 
headquarters at Long Beach; Mr. 
Resnikoff will function as coordinator 
of sales with other company depart- 
ments and supervise the design of new 
lines. 


NEW DECIMAL PACKERS 


Parker Manufacturing Company, 
Worcester, Masachusetts is now using 
the decimal packing system as well as 
unit net pricing on all of its tools and 
blades. Packaging of blades is now in 
minimum units of 100 blades, re- 
placing the former gross minimum. 
Catalogs and up-to-date price lists de- 
tailing the new packaging and prices 
are available. 

For Details Circle 299 on INQUIRY CARD 


Stanley Hardware, Division of the 
Stanley Works, has made a 100 per 
cent conversion of its pricing to the 
unit system on all lines of standard 
hardware items. 

The new Stanley hardware price 
book shows all prices by pieces and 
pairs. If a hardware item was for- 
merly sold by the gross or by the 
dozen, the item will now be ordered 
in “pieces.” The customers will no 
longer be plagued with ordering hard- 
ware in fractions. 

For Details Circle 300 on INQUIRY CARD 
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customer 

satisfaction 

when you 
| oo 








TROLLEY TRACK and HANGERS 
for industrial, commercial & farm building 


Time-tested ... top-quality... best- 

sellers... backed by over 75 years of 

experience... ALL are adjectives that 

describe R-W's line of trolley tracks 

and hangers—ALL are important to you 

for greater sales volume and added 

profits. R-W offers you a line that sells 

on reputation...a line that you can 

sell with assurance of knowing your cus- . 

tomer will be satisfied. There's a type = wearwerPROOF BARNDOOR TRACK ond 
and size to meet your customer's exact HANGERS...the favorite of farmers every- 
requirements. R-W Trolley Track and bem yh tee one ae = worse 
Hangers will provide dependable, feature roller bearings and lateral and vertical 
trouble-free operation year after year adjustment for easy, dependable operation. 
...even on doors weighing a ton. re 


“LOCK JOINT” TRACK and 
HANGERS for doors 1% to 
2% inches thick. R-W “LOCK 
JOINT” track No. 31 is avail- 
able in 4, 6, 8, 10 and 12 ft. 
lengths. R-W No. 20-2 hangers 
will provide years of depend- 
able operation... features 


“EaR-Way” Track and Trolley for 
smooth, effortless operation. R-W 
No. 239 track has ears spaced on 
12-in. centers that are attached to 
walls by lag screws. Bosses hold 
track away from building allowing 
free passage of air and preventin - 
rust. RW passhlicamahate boll roller bearing steel wheels, 


‘ ° i i t 
bearings and vertical and lateral lateral and vertical odjusimen 

: for fool-proof operation. 
adjustments. 


A “Glide-Ride"’ for Doors that Slide! 
TOMY for complete information. 
Request Catalog No. A-91-LP 
Leading manufac- % " 
turer of Track h re | A, | 
Hangers, all types is ar S I COX 
of hardware and : 


Electric Door Op- MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 


erators for over 
75 years, 
2323 W. Third Street 850 S. Van Ness Ave. 1160 Fairview No. 
Los Angeles 57, Calif. Son Francisco 10, Calif. Seattle 9, Washington 
Phone Dunkirk 8-6173 Phone Mission 8-6700 Phone Main 3650 
For Details Circle 84 on INQUIRY CARD 
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RETAIL PRICE UPGRADE YOUR 


HAND SAW SALES 


WITH THE 


—Ask Your FULL 


Wholesaler acento 


SANDVIK LINE 


e Famous SANDVIK Swedish e Taper ground... high crown 
charcoal steel 
e Four b 
e First line quality — Fully guar- as 
anteed @ Packed in attractive individ- 


@ Laminated plywood handle nae 


attractively branded with e Eye catchin “Tell d Sell’ 
etched Viking design ia " inidlan 


SANDVIK STEEL, INC. 


Saw & Tool Division 


1702 Nevins Road ° 


SANDVIK STEEL, INC., Saw & Tool Division, Fair Lawn, N. J. 
[_] Please have your distributor contact me. 


[_] Send me your catalog. 








Fair Lawn, N. J. 
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Crandall 
Named 
Director 


Shannon 
Crandall, Jr. 


LOS ANGELES — Shannon Cran- 
dall, Jr., president of the California 
Hardware Company, has been elected 
a director of the Security First Na- 
tional Bank. 

Mr. Crandall has been associated 
with the California Hardware Com- 
pany since 1924, and has been presi- 
dent since 1950; his activities include 
a broad range of public service and 
charitable interests. 


Krylon Promotes Herter 


Edward J. Herter, Jr., for four 
years sales representative of Krylon, 
Inc., has been promoted to field sales 
manager. 

He will work with Krylon sales rep- 
resentatives throughout the nation, 
spending the bulk of his time in the 
field. Previously a salesman in the 
hardware and paint fields, he joined 
the Krylon sales staff in 1952. 


3M Names Rech 


SEATTLE—Willis C. Rech, Jr., has 
been named sales branch manager 
for automotive trades, industrial tapes 
and hardware-paint trades. He joined 
the firm in 1946 and until his present 
‘promotion served as central region 
sales supervisor for the division. 

R. R. L. Ackerberg, formerly Se- 
attle branch sales manager, has been 
promoted to the position of manager 
for hardware-paint trades, headquar- 
tering in St. Paul. 


Motor Wheel Names Sales V.P. 


L. G. Vandertill has been elected 
vice-president and director of Appli- 
ance Division sales of Motor Wheel 
Corporation. Mr. Vandertill has been 
sales manager of the Appliance Divi- 
sion since April 1956, and prior to 
that was sales manager of the com- 
pany’s Reo Division. He replaces Sam 
Briggs, who resigned. 


Grant Joins Ronson 


James D. Grant has been appointed 
Shaver Product manager, a newly 
created executive post, by Ronson Cor- 
poration. Mr. Grant, who was for- 
merly sales promotion manager at 
Landers, Frary and Clark, will be re- 
sponsible for creative planning and 
coordination of firm’s electric shaver 
sales on a national basis. 
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HARDWARE WEEK SPECIALS—(April 25-May 4) 








156—DEALERS DOUBLE their 
money on two specials now being 
offered by this manufacturer with 
over 100% mark-up. #1 is a 36 unit 
pack at $11.52, retails at $23.40. #2 
is a 48 unit pack at $11.16, retails at 
$23.40. Expires April 15.—Franklin 
Glue Company. 





157—LONG TAPE series special is 
offered for Hardware Week only. Full 
range of sizes is available at low re- 
tail prices with full mark-up. 25-50- 
75-100 foot lengths list at $3.20-$4.10- 
$5.20 and $6.10 all with ring end.— 
Evans Rule Company. 





158—“SHEAR” GRAVY for dealers 
is this Hardware Week offer on two 
special garden shears. Hedge shear, a 
full $3.50 value is built to retail at 
$2.39 and Pruning Shear which nor- 
mally retails at $2.19 is reduced to 
$1.69.—True Temper Corporation. 
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STANLEY NANOYMAN SPECIALS 
REDUCED PRICES 


FOR WARQWARE WEEK 





159—PRICES SLASHED on seven 
tools included in set shown above in- 
clude chisels, steel tape rule, spiral 
ratchet driver, utility knife, block 
plane, wrecking bar and combination 
square. Other assortments also of- 
fered.—Stanley Tools. 


Black & Decker Offering 

Customer saving of $5.00 is offered 
on a portable electric drill and a spe- 
cial assortment of Holesaws for use 
with the drill. Drill has full %” ca- 
pacity in steel and uses twist drills, 
wood augers, masonry bits and other 
attachments for screw -driving and 
sawing. Holesaws attach to portable 
drill and enable users to cut large 
diameter round holes far beyond the 
drilling capacity of the drill itself, 
they will cut any material that can 
be cut by a hacksaw.—Black & Decker 
Manufacturing Company. 

For Details Circle 161 on INQUIRY CARD 


Ekco Cuts Flint-ware 
Kitchen-ware specials on a Flint- 
Ware double-boiler and also on an 8- 
piece kitchen tool gift set are offered 
for Hardware Week. The double- 
boiler regularly priced at $11.95 will 
retail at $7.44 and the chrome-plated 
kitchen tool set, available in a choice 
of yellow, pink, turquoise or natural 
lacquered handles, will retail for $2.99. 
This is a regular $3.49 value. Dealers 
and distributors will have full mark- 
ups on both the Flint-Ware and kit- 
chen-tool items. Promotional material 


is available—Ekco Products Co. 
For Details Circle 162 on INQUIRY CARD 





160—POPULAR APPEAL items have 
been selected for Hardware Week pro- 
motion by this company. Items are a 
“Saw - Knife” set, a “Universal Jig 
Saw Attachment,” and a Low-angle 
Block Plane. All carry substantial re- 
ductions.—Millers Falls Company. 


Weller Sabre-Saw Special 
Promotional backing and _ special 
price reductions are promised by this 
manufacturer on a portable jig-saw. 
The list price of $19.95 will be cut to 
$17.95 and heavy national advertising 
support in key consumer magazines is 
providing the tool with strong ac- 
ceptance well in advance of Hardware 
Week. Free mats, show cards and 
banners for retail stores are being 
prepared for the promotion. Special 
publicity is planned to add impact to 
trade and consumer advertising. — 


Weller Electric Corporation. 
For Details Circle 163 on INQUIRY CARD 


Landers, Frary & Clark Deals 
Outstanding group of Hardware 
Week specials is offered by this com- 
pany. Their offerings include food 
choppers, vacuum bottles, lunch kits, 
and can openers. “Kut-Easy” Food 
Chopper will sell for $3.19, “Uni- 
versal” vacuum bottles will sell at a 
36¢ saving to consumer, “Workman’s” 
lunch kits are reduced from $3.39 to 
$2.99 and the Dazey “Leader” model 
can openers are reduced from $3.95 
to $2.95, a saving of $1.00 to the con- 
sumer. Full profit margins go to 
wholesalers and dealers on these spe- 


cials—Landers, Frary & Clark. 
For Details Circle 164 on INQUIRY CARD 
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PROOF COIL CHAIN 
3/8 


CHAIN 


now packed in 


metal 


TAY- PAILS 


™M to make your sales 


Tole) z faster, easier, 
COIL more profitable! 


CHAIN 


The “old stand-bys” —famous TM BBB and Proof 
Coil Chain—are now packed in rugged, metal 
Tay-Pails to assure fast, easy, in-and-out handling 
... effective mass displays, plus quick turnover 
and profits for you! Tay-Pails may be used as 

a sales premium—they have many secondary 
uses. Order sizes 34", 4", 5" and #4” packed 

in Tay-Pails today! 


TM CHAIN DISPLAY STAND 


promotes self-service sales 


A strong, store-traffic stopper—the new 
TM Chain Display Stand, with long- 
leverage chain cutter, is a self-service 
chain department in itself. And it occu- 
pies less than two square feet of floor 
space! Holds seven reels. Put the TM 
Chain Display Stand to work in your 
store and start reaping chain sales 
profits right away. 


Contact your nearest 


wholesaler or write 


Taytor Mape 


A GREAT NAME IN 


(hain 


S.G.TAYLOR CHAIN CO., INC. 


SINCE 1873 Hammond, Indiana; and Pittsburgh, Pa 


For Details Circle 40 on INQUIRY CARD 








NEW PRODUCTS 


165—TAKE YOUR PICK of 6 scales 
on this new “Amprobe,” pocket size, 
snap-around volt-ammeter. Any one 
of 4 ampere and 2 voltage ranges is 
visible by just the flick of a finger. 
Pointer lock holds reading on scale. 
—Pyramid Instrument Corp. 


IM VESIELRE 
BATHROOM 
BEORORANT 


166—SCENT OF NEW MOWN HAY, 
roses or cedar pine replace bathroom 
odors with this “Miracle-Air” deodor- 
izer, which fits inside any tissue roll 
and replaces useless roller. All plastic 
device comes in three pastel colors.— 
Stanley-Oliver Manufacturing Co. 








167—SUMMER-TIME and _ barbecue 
weather is on the way. Dealers will 
appreciate these new out-door cooking 
accessories, which include a tubular 
metal basting brush, a “Fire-Retard- 
er” which holds liquid seasonings and 
an “Easy-Remover” skewer-fork. — 
B-K Company. 


HARDWARE WORLD 



















() PROGRAM 
al 


IN HARDWARE 
MERCHANDISING 






“Clectahak 


y this sturdy self-service package offers all 










se time-saving, space-saving advantages! 


@ HANDY, COLORFUL BOX WITH CLEAR ACETATE COVER 
PERMITS CUSTOMER TO SEE AND EXAMINE PRODUCT 


@ STIMULATES IMPULSE SALES, SAVES CLERK'S TIME... 
MAKES SALES EFFORTS MORE PROFITABLE 


@ SLIDE COVER IS EASILY REMOVED. STURDY BOX CAN BE 
REUSED ON THE COUNTER . . . IN THE HOME 


@ "SELECT-A-PAKAGING" REQUIRES 60% 
LESS SPACE. INCREASES PROFIT 
PER SQ. FOOT OF SHELF AREA 


@ THREE-DIMENSIONAL PACK- 
AGE STACKS EVENLY, PRO- 
VIDES NEAT, INVITING DISPLAY 
APPEARANCE AT ALL TIMES 
Write for illustrated Catalog-Price List No. 256. 


LEADER IN HARDWARE MERCHANDISING 


NATIONAL LOCK COMPANY 


Rockford, Illinois 


> CR : 
Merchant Sales Division =— BEC: a5 


CABINET NATIONAL BUILDERS SASH CABINET FURNITURE SCREWS 
HARDWARE LOCKSETS HARDWARE HARDWARE LOCKS CASTERS AND BOLTS 





For Details Circle 41 on INQUIRY CARD 
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KLEINS 


201—-NE 
| Side Cutting 


Long Nose 


| Plier YE BS 
| ae 


a 


202 
: Oblique Cutting 
Plier 


Quality Pliers 
Customers Ask For 


When customers who know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged . . . backed by almost a 
century of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

Arrecently developed selling dis- 
play board on your counter will 
help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 


DISPLAY 
WILL 
MAKE 
MONEY 

) FOR YOU 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp. 
New York 


oom MELE 
Established 1857] 

1200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 
For Details Circle 42 on INQUIRY CARD 
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& Sons 


NEW PRODUCTS 


168—HOT DOG! Barbecue time is on 
the way again and this new addition 
to the portable barbecue line features 
snap-out legs and a 19x14 inch grill. 
Grill-draft designed for use of entire 
cooking surface. — Hamilton - Skotch 
Corporation. 


169—WHISK AWAY old paint on 
stucco, brick, stone, concrete block 
and metal with the rotary scraping 
device shown above. Average family 
home can be scraped in one day. Good 
item for “do - it - yourself” rentals.— 
Roto-Scraper. 


170—DINNER FOR EIGHT around 
this highly - practical all - aluminum 
folding, drop-leaf table. Features tex- 
tured aluminum top, tubular legs and 
independent braces for the drop-leaves 
for quick raising without disturbing 
legs.—Wallace Products, Inc. 











of MASONRY 

FASTENERS and 

ANCHORS! 

U. S. Expansion Bolt Co. is first in the industry 
to introduce SKIN-PACKAGING, the modern, 


self-service way to merchandise anchors 
and fasteners. 


NATIONALLY KNOWN 
AND ADVERTISED 





UTILITY HOOKS 


9? A heavy duty hook 
for all hanging jobs. 


For hanging and 
fastening jobs on © 
hollow walls. 


TOGGLE BOLTS 


For hollow wall in- 
@ stallation. 


PURPOSE 


Plastic Wood Screw 
Anchors. 


ATTRACTIVE 
COUNTER DISPLAY 


FEATURES SKIN-PACKED 
CARDS FOR EASY SELF- 
SERVICE SALES 


=» Selling features printed 

_ on counter display. 

Cards also available in 
standard packages. 


U.S.E. PRODUCTS WILL 
GET TOP BILLING 
FOR FAST TURNOVER 


SOLD THROUGH 
RECOGNIZED JOBBERS ONLY 


MASONRY ANCHORING, FASTENING DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. HW-3 
For Details Circle 43 on INQUIRY CARD 
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NEW PRODUCTS 


171—FISH STORY in this case is 
about a new copper-ceramic ash-tray 
designed to compliment the decor of 
any modern setting. Based on a fish 
form, ash-trays come in a variety of 
colors, including burgundy, emerald- 
green and gold—Yale & Towne Manu- 
facturing Co. 





re 
e 


172—WRINKLE - SAVING “ironing 
caddy” answers need for convenient 
rack to hold freshly ironed garments. 
Durable tubular steel with rust-resis- 
tant zinc-plated finish. Folds to a flat 
18”x32”; Opens to stand 54” high. 
Holds 24 hangers.—Cal-Dak Company. 





173—MULTI-PURPOSE SOCKET 
will fit square and hex nuts inter- 
changeably. Especially handy where 
both types are used on the same ma- 
chine, the “Ten-Point” eliminates 
weight and cost of one-half the sock- 
ets in a regular socket set.—Wright 
Tool & Forge Company. 
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New CAMPBELL CHAIN Enluaive 


“MEASURE-MARK 


GCNIRNIGRGIING GENGENGEGSY 


Chain sellers and buyers everywhere have been 
quick to recognize these advantages of new Campbell 


“Measure-Mark” Chain... furnished at no extra cost! 


COLOR-CODED 
IDENTIFICATION 


QUICK, EXACT 
MEASUREMENT 


Marked every 5 feet— BLUE—igh Test Ste ORANGE—Cam-Alléy Stee! 
pre-measured for easy handling 


end exact measurement. Color-mark on the chain instantly 


and positively identifies grade of 
chain—in or out of the container. 


STANDARD PACK— 
MARKED BY FEET 


INVENTORY 
CONTROL LABELS 


Space provided for "Perpetual 
Inventory” control. Guaranteed 
footage marked on label. 


In each container, standard 
footage by chain size—for each 
grade. Standard package cost. 


Ask your Campbell representative—or write us for full 


details on this revolutionary new chain development. CAMPBELL 


CHAIN 
AVAILABLE ONLY FROM 


CAMPBELL CHAIN @occéan, 


York, Pa. « W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 


For Details Circle 80 on INQUIRY CARD 





—it's ready! Are you? 


New sales promotion plan 
can help you sell more Bath 
Scales than ever before! 


So easy! 

A sales s/ip 
from your store 
entitles your 
customers to this 
beautiful $5.95 


only $2.95 


| 


with the purchase of any mode/ 





Cee | me 


REEL 


COUNSELOR: sat sca 


Don’t miss tying-in with this nation- 
ally-advertised promotion by Coun- 
selor, world’s largest manufacturer of 
bathroom scales! Between April 20 
and June 30, your customers may send 
for this handsome, regular $5.95 Dixie 


Craft mat and seat cover, in gold- 
embroidered white chenille. All it 
takes is $2.95 and sales slip covering 
purchase of any model Counselor! For 
details, contact your jobber imme- 
diately, or write us at address below. 


A GREAT HARDWARE WEEK PROMOTION FOR YOUR STORE 


ORDER FREE SALES HELPS TODAY! 


ae 


_\ Water SAVE5" 


- 


e Complete Sales Brochure 


¢ Full Color Window Banner \ Poh aavce/ 


@ Newspaper Ad Mats 


a5 | @Radio and TV Spot Scripts 


\ oe [A“n\\ : a 
e Dealer Envelope Stuffers \ \aem= :\ ee Order from your jobber, or write: 
“a} . dy 1 /f 
a8 ‘ I’ 


THE BREARLEY COMPANY, 2107 Kishwaukee St., Rockford, Ill. 
For Details Circle 44 on INQUIRY CARD 











FREE LITERATURE 





“VIZUSELL,” 40-page catalog, il- 
lustrating and describing a complete 
modular system for store-wide visual 
selling, offered by L. A. Darling Com- 
pany, manufacturers of display and 
merchandising equipment. 

System is adaptable to wall, gon- 
dola and overcounter application and 
full range of shelf brackets and dis- 
play attachments can be secured 
easily and quickly at any height on 
strong steel channel uprights. 

For Details Circle 224 on INQUIRY CARD 


“HANDBOOK OF METAL SAW- 
ING” is now available in a completely 
revised 36-page edition by W. O. 
Barnes. Covering the selection of hand 
and power hack saw and band saw 
blades, the handbook also offers tables 
of recommended cutting speeds, feeds, 
and techniques. Indexed for quick ref- 
erence. 

For Details Circle 225 on INQUIRY CARD 


ALBERT KESSLER & COMPANY 
CATALOG 1957, illustrates about 200 
items that will be featured this year, 
published by Albert Kessler & Com- 
pany of San Francisco. The items in- 
clude giftwares, novelty items, china- 
ware, decorative ware and _ house- 
wares items. All are types of mer- 
chandise that can be sold in Western 
hardware stores. 

For Details Circle 226 on INQUIRY CARD 


DISSTON 1957 GARDEN TOOLS, 
a colorful, 12-page catalog completely 
illustrates and describes the rakes, 
shears, saws, and pruners which will 
receive advertising support in the ma- 
jor hardware trade shows and maga- 
zines. Catalog may be obtained from 
the Henry Disston Div., H. K. Porter 
Company, Inc. 

For Details Circle 227 on INQUIRY CARD 


HAND TOOL CATALOG, offered by 
The Wright Tool & Forge Company, 
covers hand tools including sockets, 
ratchets, and handles manufactured 
by the company. Catalog contains a 
section on the new Wright dual pur- 
pose “Ten Point” socket which fits 
square and hex nuts interchangeably. 

For Details Circle 228 on INQUIRY CARD 


OAKES POULTRY AND HOG 
EQUIPMENT, 1957 Catalog, lists nu- 
merous newly created, time and labor- 
saving items of poultry and hog equip- 
ment. This three-color catalog may be 
obtained from The Oakes Manufac- 
turing Co., Inc. 

For Details Circle 229 on INQUIRY CARD 
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FREE LITERATURE 





PRECISION machine tool line is 
illustrated in new South Bend Lathe 
catalog. Equipment shown includes 
engine lathes, toolroom lathes, turret 
lathes, milling machines, bench shap- 
ers, drill presses and tool grinders. 
Accessories are also shown. 

For Details Circle 230 on INQUIRY CARD 


“STAINLESS STEEL FRAMES” 
for showcases, tables and counters are 
shown in a highly descriptive bulletin 
from Garden City Manufacturing Co. 
Shows how frames permit simplified 
wood or glass construction. Lists area 
dealers. 

For Details Circle 231 on INQUIRY CARD 


“PROVED BY PERFORMANCE” 
titles an 8-page booklet on Bakelite 
polyethylene pipe by Union Carbide. 
Covers the history and latest uses of 
firms flexible plastic pipe and lists 
specifications for safe working pres- 
sures for wall pipe. 

For Details Circle 232 on INQUIRY CARD 


PORTA-PUMP folder covers oper- 
ating features and applications of the 
Barnes Manufacturing company’s 
lightweight portable pump. Complete 
specs plus easy-to-read pump per- 
formance chart help visualize units in 
specific applications. 

For Details Circle 233 on INQUIRY CARD 


“FARM AND ANIMAL CHAIN” 
catalog is offered by Republic Steel. 
Full color, 20 page booklet lists full 
line of 27 types of chain, welded and 
weldless. Designed for use by dealers 
as retail catalog for consumer trade. 

For Details Circle 235 on INQUIRY CARD 


“HOW TO MERCHANDISE WITH 
CORRUGATED BOXES” is the sub- 
ject of a 82-page booklet offered by 
Hinde & Dauch covering unified mer- 
chandising, value of display, use of 
color in packaging and packaging in 
special. promotions. Thirty illustra- 
tions. 

For Details Circle 236 on INQUIRY CARD 


“ANT-PROOF” shelves are dis- 
cussed in a four-page folder prepared 
by Hipp Welding Works. Specifica- 
tions of Bassett revolving wall, base 
and cooler cabinets are listed along 
with selling tips. Well illustrated. 

For Details Circle 237 on INQUIRY CARD 
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Packed in one carton with order 
of 60 pounds! You get 5 one-pound 
packages each of 6d, 8d, and 16d 
common nails, 4d, 6d, 8d, 10d, and 
16d box nails, and 4d, 6d, 8d, and 
10d finishing nails. Total shipping 
weight 75 pounds. 


Parallel Packed To Save 
Space ... Refills in units 
of 5 packages ... Small 
stock, fast turnover! 


NOW you can make money on 


small-quantity sales . . . with Atlas Packaged Nails. 
Save time and fuss too. No more measuring out, weighing, 
bagging, and tying of small purchases. Use this bright new 
“help yourself” Atlas Packaged Nail Display. It’s loaded with 
eye-catching, handy, compact boxes of Atlas Nails. A great boon 
to impulse-buying! 


PROFIT HINT. Keep your bulk nails in the storeroom. Sell 
them to bulk nail buyers at a profitable bulk nail price. You 
can make money on both bulk and package sales — if you keep 
them both in the right place. 


a. Atlas == 


FAIRHAVEN, MASS. ® HENDERSON, KY. 


For Details Circle 45 on INQUIRY CARD 
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ABOUT 


PEOPLE 


Goodyear Announces Three Promotions 


O. A. Schilling 


Three major promotions in Good- 
year Tire & Rubber Company’s Indus- 
trial Products Division have been an- 
nounced. 

Appointed to new posts are O. A. 
Schilling, sales manager, H. R. Com- 
stock, assistant sales manager and 
R. E. Mercer, manager of hose sales. 

Mr. Schilling, a native of St. Louis, 
has been with Goodyear since 1939 
in several executive capacities. 

Mr. Comstock joined Goodyear in 
1929 as a tire salesman. He is a na- 
tive of Chicago. 


H. R. Comstock 


R. E. Mercer 


Mr. Mercer came to the company 
in 1947 as a trainee after receiving an 
engineering degree from Yale Uni- 
versity. 

The Industrial Products Division of 
Goodyear Tire & Rubber produces and 
sells thousands of rubber products for 
use by virtually every industry in the 
world. Chief products are all types of 
belting, hose and molded and extruded 
rubber goods. 

At the time of these promotions R. 
B. Warren will step up to general 
manager of the division. 





Aladdin 
Names 
Division 
Sales 
Manager 


Robert R. 
Brindle 


Robert R. Brindle has been ap- 
pointed sales manager of Aladdin In- 
dustries, Incorporated vacuumware 
division. Mr. Brindle joined Aladdin 
in 1953 and has been the assistant 
sales manager of the division. Mr. 
Brindle’s office will continue to be in 
the company’s general offices in Nash- 
ville, where all of its domestic opera- 
tions were moved to a new facility 
in 1949. 
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New 
Sales 
Manager 
For 

Dietz 


Raymond 
Burrows 


New sales manager for Hazard and 
Portable Lighting Division of R. E. 
Dietz Company is Raymond Burrows. 
Mr. Burrows, who joined the firm in 
1951, will supervise sales of electronic 
flashers, highway torches, kerosene 
lanterns, and the Comet Electric line 
of lanterns. 


New 
Cyclone 
Sales 
Manager 


OAKLAND, Calif—Appointment of 
A. J. McCutcheon as area sales man- 
ager for the Cyclone Fence Depart- 
ment of U. S. Steel’s American Steel 
and Wire Division has been announced 
by F. E. Kyndberg, general sales 
manager. 

McCutcheon will direct the Pacific 
Coast sales area from the Cyclone 
plant at 954 60th Street in Oakland. 
The new area manager has been with 
Cyclone since 1924. 


Washington Steel Products 
Names Putnam As Rep. 


TACOMA, WASH.—Lowell O’Con- 
nor, sales manager of the Kitch’n- 
Handy division of Washington Steel 
Products, Inc., announced that the 
Charles G. Putnam Company, manu- 
facturers representatives with head- 
quarters in San Francisco, have been 
appointed to cover the four Western 
states of Washington, Oregon, Cali- 
fornia and Nevada. 

The Putnam Company is currently 
a seven-man operation representing 
several other outstanding houseware 
lines. In the San Francisco office are 
Charles G. Putnam, founder, Ernie 
Happoldt and Cal Lewis. Dave Neil- 
son and John Craig work out of Los 
Angeles, and Bill Stewart is the firm’s 
sales representative for the Pacific 
Northwest, working out of Portland. 

The representative firm’s headquar- 
ters are located in the Merchandise 
Mart in San Francisco, where they 
have a sample room. 
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Repre- 
sents 

Bennett- 

Ireland 

In 

West 


J. L. 
Kingsley 


SAN FRANCISCO — The J. L. 
Kingsley Company has been appointed 
representatives for California, Ari- 
zona and Nevada by Bennett-Ireland, 
Inc., manufacturers of firescreens and 
fireplace furnishings. 

The Kingsley firm maintains a per- 
manent showroom in the Western 
Merchandise Mart, San Francisco. 
Jerry Kingsley will be in charge of 
sales in Northern California and Ne- 
vada, and Ted Dryer will supervise 
Southern California and Arizona 
sales. 


Perfection Names Distributors 


Appointment of two Western whole- 
sale distributors to handle the Per- 
fection line of heating and air condi- 
tioning equipment and/or Perfection 
appliances was announced in Cleve- 
land by Carl W. Millsom, vice presi- 
dent-sales, Perfection Industries Di- 
vision, Hupp Corporation. 

W-F Distributing Company, 1231 
Wazee St., Denver, is headed by F. 
N. Mabee as president and Rocco J. 
Ursini as sales manager. Territory 
consists of Colorado, Pan Handle sec- 
tion of Nebraska, southern Wyoming, 
western Kansas and northern New 
Mexico. The firm, in business seven 
years, will handle Perfection gas cir- 
culating heaters through six outside 
salesmen. 

Twin-Falls Plumbing Supply Com- 
pany, 13386 llth Ave. East, Twin- 
Falls, has been assigned the Idaho 
territory for Perfection heating and 
air conditioning equipment. Fred Ab- 
bott is president of the firm, which 
has been in business 20 years. 
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SAVAGE'S WESTERN SALES FORCE MEETS IN SAN FRANCISCO 


WESTERN SALES FORCE of the Savage Arms Corporation gathered in San 
Francisco recently for a sales meeting with A. W. Schenck, sales manager of 
firm’s Lawnmower Division, from the home office in Chicopee Falls, Mass. 
Participating in the meeting (left to right) are: Paul Noyes, Riverside, Calif.; 
Mr. Schenck; Paul A. Shepherd, firm’s Western sales manager; Lew Cheney, 
Salt Lake City; and Don Craig, Oswego, Oregon. 


WESTERN METALS ANNOUNCES COMING “SPRING FAIR" 


TYPICAL OF THE TREAT IN STORE FOR DEALERS who attend Western 
Metal Company’s Dealers Spring Fair at firm’s San Diego warehouse, March 
16-17 are shown above. Some sixty to seventy manufacturer's representatives 
will participate to show their individual lines, and dealers will have a chance to 
win door prizes, talk to the representatives and to see the very latest in mer- 


chandise. 
NEW WEST COAST HEADQUARTERS 


ARTIST’S SKETCH of the new, specialized structure recently completed in 
Los Angeles as West Coast headquarters for the DeVilbiss Company, manu- 
facturers of spray finishing equipment with a Pacific Coast plant in Santa 
Clara and main plant in Toledo, Ohio. Building is now in operation as sales 
and service center, rebuilt exchange and warehouse unit and offers a customers 
research laboratory equipped with facilities for demonstration and testing of 
spray applications of all kinds for DeVilbiss users and prospective customers. 
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MORE NEWS 


Borden Names Sullivan 


Eugene J. Sullivan has been named 
vice president in charge of sales for 
the Borden Company’s Chemical Di- 
vision. He started with the division 
ten years ago as a salesman of pack- 
aging adhesives. Two years later he 
became assistant manager of the pack- 
aging adhesives department, and in 
subsequent years was promoted sales 
manager of the department and later 
general manager of the Resins and 
Chemicals Department. 


Alcoa Wrap Promotes Flint 


Donald W. Flint has been named 
assistant national sales manager of 
Alcoa Wrap sales division, The Alum- 
inum Cooking Utensil Company, Inc. 
Mr. Flint was a Wear-Ever salesman 
in the company’s San Diego office for 
five years prior to January 1956. 


Rath Joins A. C. Gilbert 


Harvey Rath, former vice president 
in charge of sales for American Metal 
Specialties Corporation, has _ been 
named to the same position with the 
A. C. Gilbert Company, toy and ap- 
pliance manufacturers. Mr. Rath was 
also named a director of the firm. 





Put this “honey” to work for you! 


NEW 


HAYES 
SOIL & 


TURF 
SPRAYERZ 


Here’s today’s biggest value 


in a quality-built sprayer. 


Designed to help you “cash in” 

on the terrific liquid fertilizer market. 
It’s especially suited for proper applica- 
tion of semi-soluble Fertilizers, Soil 
Chemicals and heavy viscous materials. 


Large orifices—non-clogging! 


Mixes materials thoroughly and pro- 
vides rapid uniform distribution. 1 to 40 


ratio. Quart jar sprays 10 gallons. 


Order today from your jobber. 


3 y 


Since 1934 


Hayes spray gun company 
World's largest manufacturer of Garden Hose Sprayers 
98 N. San Gabriel Boulevard, Pasadena 8, California 


For Details Circle 46 on INQUIRY CARD 








Marketing 
Director 
For AMF 


John C. 
Dabney 


Former director of industrial de- 
velopment for the State of Florida, 
John C. Dabney, has been appointed 
director of marketing of American 
Machine & Foundry Company. Mr. 
Dabney will advise AMF business 
units on all phases of marketing. 


Hamilton- 
Beach 
Names 
Piemeisl 


Clarence J. 
Piemeisl 


In a recently announced expansion 


| of its sales organization, Hamilton 


Beach Company, Division of Scovill 
Mfg. Company named Clarence J. 
Piemeisl of San Francisco as West 
Coast regional manager. 


CLUB NAMES PRES. 


ACCEPTING GAVEL of office from 
S. G. Varley, past-president of Build- 
ers Hardware Club of Southern Cali- 
fornia, is Robert J. Kelly of American 
Wholesale Company, president for the 
1957 season. Other officers elected 
were: vice-president, Paul Jaffee of 
Kwik-set Lock; secretary, Richard W. 
Acton of Amerock; treasurer, Roger 
G. Hewitt of California Hardware; 
and sergeant-at-arms, Bud Olson of 
Builders Brass. 
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This neat, handsome rack is made of 
sturdy tubular aluminum. Equipped with 
two roller dispensing shelves. Set it up 
front in your store! 





COMPACT SINGLE RACK... 
fits snugly against wall. Has 
special roller-equipped dis- 
pensing shelf and space for 
extra screening rolls. 





| they're proved profit makers! 


LOOKS LIKE A MILLION... 
SELLS LIKE A MILLION ! 


You can double your screening sales with Five Big RACK AND ROLL DEALS 
OPAL’S New Rack Deals... read why! Now you can have this handsome rack loaded with OPAL 


Aluminum and/or Galvanized screening in all popular 
Again and again dealers have proved they could boost sizes... in FIVE SURE-FIRE PROFIT-MAKING DEALS. 
sales with OPAL'S Screening Racks. Last year some REMEMBER, OPAL Screening is recognized for highest 
jumped profits 100% ...and even more. quality everywhere. Multi-Strand Selvage provides extra 


‘ strength, keeps screening flat and easy to handle. Exclusive 
This newest OPAL double rack (shown above) was “marked and measured edge” assures accuracy . . . speeds in- 


designed in answer to many requests. It holds five rolls ventory. If your distributor can’t give you full details about 
of Opal Insect Wire Screening on each side. Neat, con- _all the new Opal deals, mail the coupon NOW! 
venient ... equipped with two roller dispensing shelves. 
Truly a merchandiser without equal in the wire 
screening field. Put it to work for YOU! NEW YORK WIRE CLOTH COMPANY 
Dept. HW, York, Penna. 
I'm interested in your new OPAL Screening RACK and ROLL Deals. 
ff America’s fastest-selling Please send full details to: 
quality screening.” NAME 





COMPANY 





Manufactured exclusively by 


NEW YORK WIRE CLOTH COMPANY § “*" 


ao 
YORK, PENNSYLVANIA CITY. ZONE___ STAT: 
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Look 
oN 

the , 

Leader... 


| Tl | | April 


7 Bi April 
| Calif. (H. Werner Buck & Mel R. Morrison) 


- , April AMERICAN HARDWARE MANUFACTURERS ASSO- 
*AUTOMATIC G p>) | CIATION CONVENTION, at Palm Beach, Fla. (A. L. 


SCREWORI Faubel, 342 Madison Avenue, New York City.) 


SCHEDULE OF CONVENTIONS AND SHOWS 


March 19-24 SPOKANE SPORTS SHOW, at Colliseum, Spokane, Wash- 
ington (Spokane Sportsman-Review Charities, Inc. Tom 
O’Loughlin) 


NATIONAL ASSOCIATION OF STORE MANUFAC- 
TURERS EXPOSITION, at Williford Room of Conrad 
Hilton Hotel, Chicago. (Robert L. Strauss, Exec. Sec. 
NASFM 53 W. Jackson Blvd., Chicago 4, Ill.) 


INTERNATIONAL GADGET SHOW, at Trade Show 
Bldg., New York City (Henry S. Harris, 1123 Broadway, 
New York, N. Y.) 


LOS ANGELES SPORTSMEN’S VACATION, BOAT & 
TRAILER SHOW, at Pan Pacific Auditorium, Los Angeles, 


iA 


March 21-27 


























j April 7-11 SOUTHERN HARDWARE CONVENTION at Palm Beach, 
j 4 Fla. (A. L. Faubel, 342 Madison Ave., New York, N. Y.) 


April 14-27 UNITED STATES WORLD TRADE FAIR, at New Coli- 
seum, New York City. (Charles Snitow, U. S. World Trade 
Fair, Suite 1103, 331 Madison Ave., New York, N. Y.) 


IRHA HARDWARE WEEK-National Observance (Na- 
tional Retail Hardware Assn., 964 N. Pennsylvania St., 
Indianapolis, Ind.) 


BRAND NAMES WEEK, Brand Names Dinner to be 
held May 3, Grand Ballroom, Waldorf-Astoria Hotel, New 
York City (Paul C. Smith, Chairman, Waldorf-Astoria 
Hotel, New York, N. Y.) 


NATIONAL TOY SHOW at Shrine Auditorium, Los An- 
geles (Sid King, 930 Wilshire Blvd., Room 234, Los 
Angeles 17, Calif.) 


PHOENIX GIFT & JEWELRY SHOW, at Hotel Westward 
Ho, Phoenix, Arizona. (Allied Exhibitions, Inc., 3832 
Wilshire Blvd., Los Angeles 5, Calif.) 


WASHINGTON STATE INTERNATIONAL TRADE 
FAIR at National Guard Armory, 305 Harrison St., Se- 
attle, Wash. (Fred Imhoff, 215 Columbia St., Seattle, 
Wash.) 


TOY AND WHEEL GOODS MARKET at Western Mer- 
chandise Mart, San Francisco (Cameron Ball, 13855 Market 
St., San Francisco) 


12th ANNUAL PACIFIC COAST BUILDERS’ HARD- 
WARE CONFERENCE OF NBHA & ASAHC, at Empress 
Hotel, Victoria, B.C. (Gen. Chairman F. A. Haines, Wash- 
ington Hardware Co., 1247 Puyallup Ave., Tacoma, Wash.) 


ASSOCIATED POT AND KETTLE CLUBS OF AMER- 
ICA CONVENTION-Sponsored by Denver Pot & Kettle 
Club at Stanley Hotel, Estes Park, Colorado (W. S. Cline 
Co.-Bill Cline, 1314 Wazee, Denver, Colo.) 


for / 
these 
exclusive 
and importay 


April 25-May 4 


April 28-May 4 


April 28-May 2 


May 5-7 


May 17-26 


May 19-24 


May 26-28 





Gripper recedes into | 
handle for full blade | 
use. 


Lok-Blok makes blade | 
twist, impact proof. 


June 23-26 











Chrome Vanadium | 
Steel Blades. 


Unbreakable Insulat- 
ing Handles. 


Models for All Types 
Screws. 


@ Hand-Ground Bits. ‘ 


dising Aids, Powerful 
National Advertising. 


ORDER THRU YOUR JOBBER 


UPSON BROS., INC. 


, ROCHESTER 14, N. Y. 
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Store Fixture Manufacturers 
Hold First Exposition 


The first exposition ever held for 
suppliers of the bank, office and store 
fixture manufacturing industry will 
be presented March 21-22 by the Na- 


| tional Association of Store Fixture 
Outstanding Merchan- | 


Manufacturers in the Williford Room 
of the Conrad Hilton Hotel, Chicago. 
It will be held in conjunction with the 
organization’s Second Annual Conven- 
tion. 

Suppliers of material and equip- 
ment will display their products to 
the Store Fixture Industry. 


Ist Gadget Show Ready 


The First International Gadget 
Show will be presented on April 4-7 
in the New York Trade Show Build- 
ing, 500 Eighth Ave., New York City. 
It will be a combined trade and con- 
sumer show. 

Mrs. B. Gately, purchasing consult- 
ant, has been appointed sales man- 
ager. She states that manufacturers, 
inventors and distributors whose prod- 
ucts qualify as a gadget will exhibit 
their products. 
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SIMPLE — QUICK 
>, ADJUSTMENT! 


ye 


‘te 


Model Illustrated 
#113 C-7” 


PROFIT 
FOR YOU 


SEE YOUR 3 
JOBBER OR WRITE 


SHEARS YOU CAN ADJUST ! 


2] = BED ¢ = 


KLEENCUT 
wi» MICRO-TENSION ADJUSTMENT 


Women everywhere who use DeLuxe Kleencut Shears say, 
“They're wonderful! | can set my shears any time with a 
penny or dime so they always feel just right!” 

It’s a fact—DELUXE KLEENCUT Mico-Tension Shears can be 
quickly adjusted to cut varying thicknesses cleanly and more 
comfortably—and—no more loose, sloppy blades! 

But Micro-Tension is only one reason why people like 
DELUXE KLEENCUT. Look at these others: 

* Beautiful high lustre nickel finish * Down-to-earth low 
prices * Double guaranteed quality. 

You'll like the DELUXE KLEENCUT line, too, because it’s 
backed by National Advertising, Smart Merchandising — and 
you're sure of a BIG PROFIT! Don’t pass up a sure-fire money 
maker — Order Deluxe Kleencut Shears Now! 





5! Rat Nickel Plated) 
"348S 4” Sharp Points.. 


"3483S 57 Sharp Points.. 
arte Sharp Points.. 
181, 7a" PINKING SHEARS. 


59.5 4S 39 70 


THE ACME SHEAR COMPANY 
BRIDGEPORT 1, CONNECTICUT 





WORLD'S LARGEST MANUFACTURER OF SCISSORS AND 


VLIQOY 
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TURN WALL SPACE INTO CASH 


with the 


oa | 
TURNBUCKLE 
ASSORTMENT 


ON WALL BRACKET DISPLAY 
AND BRIGHT YELLOW 
BACKGROUND PLATE 
“METAL LITHOGRAPHED" 
ALSO 
EYE BOLT ASSORTMENT No. AW-3456 Assortment 
No. AW-1013 


So easily attached to any wall surface 214” wide. 
Turn blank wall surfaces into live salesmen. The 
results are amazing. 

Packed as a complete assortment, 10 sizes (52 
buckles) with suggested retail price and yellow 
price tags. 


“ASK YOUR JOBBER ABOUT THIS ONE” _ 


Write for the Tan Literature 
on Larson Hardware Assortments 


CHAS. O. LARSON 
STERLING * ILLINOIS 


oF 
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CLOSE COUPLED CENTRIFUGAL PUMPS 


(Type E 100) 


Ve HP — 1/3 HP — % HP 
1%” Suction, 1” Discharge 
Size 


OUTSTANDING FEATURES: 
New lightweight motor 
design 
Mechanical pump seal 
Rugged Construction 
Compact, versatile unit 


USES: 
Refrigeration, Air Con- 
ditioning, Swimming 
pools, etc. 


A superior pump for long life and 
ini int e. 





OUTSTANDING FEATURES: 
Double Ball Bearing 
Mechanical Shaft Seals 
Lifetime Lubrication 
Heavy Duty Construction 
Heads up to 60 feet 
Big Cost Advantage 


ALSO A COMPLETE LINE OF BRONZE 
ROTARY GEAR PUMPS 


Shy 
“a 
Wi, — 
E. L. PRICE PUMP co™ 


Box 357, Sonoma, California 
“Manufacturing Pumps Since 1932" 
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here is a man 
that means something 


to you... 
——— 


ee Wholesaler’s Salesman 


A good wholesaler is particular 

about the quality of the product 

he offers you. Your wholesaler’s salesman 
is proud when he can recommend 

a quality product. He knows 

that quality means more in the long run 
and it gains the greatest 

satisfaction for all concerned. 

That is why most wholesalers offer you 
Grabler Square “Gee”’ Pipe Fittings 
with pride in the knowledge that quality 
is there. Order your supply today. 


Dependable Distribution from these Warehouses: : 
New York @ Philadelphia © New Orleans : 
Atlanta © Pittsburgh © Cincinnati ©® Dallas : 
Chicago © St.Louis ©@ Detroit © Denver : 
Minneapolis @ SanFrancisco ¢ Los Angeles : 


Manufacturers of the SQUARE GEE" Line of Pipe Fittings 


The GRABLER [= Manufacturing Co. © 6565 Broadway ¢ Cleveland 5, Ohio 

















The Line with More 


FOR INDEPENDENT DEALERS! 


SELL THE 


-s> 


enn nee 


ji 


MARTIN 


WARE 


Order Today from Your 
MARTINWARE WHOLESALER 


eT ee ee . Billings, Mont. John Pritzlatf Hdwe.:Co. _.. Milwaukee, Wis. 
Drake Hdwe. Burlington, lowa Rogers ‘& Baldwin "Hdwe. Co. Springfield, Mo. 
Dunham, Carrigan & Hayden Co....San Francisco, Cal. Salt Lake Herdwate, €o. Grand Jesetien Cote. 
Farwell, Ozmun, Kirk & Co..............St. Paul, Minn. cae $aiea. idaho: Salt Loke City Utoh 


Harper & Mcintire Co Ottumwa, lowa te : 

Cedar Rapids, lowa Seattle Hdwa. Co. t)34in.... i Seattle, Wash. 
oamee? Yee; . oe Fcc. : Denver, Colo. Strevell-Patergen Hdwes. Go.. Salt Lake City, Utah 
Inland Hardware Co.....................Pasco, Wash. Townley Mefet & Hdwa,/Co.........Kansas City, Mo. 
Janney-Semple-Hill & Co...........Minneapolis, Minn. Union Hdwesy i ‘Metab. G6. . ....Les Angeles, Cal. 
SN GI sd cisaivks isn Sisves ones Spokane, Wash. lain Walker Hawe. Gan... Peoria, Ill. 


rr ee : Beet w 
Bend Hardware Co. ......... ............Bend, Ore. Wright & Witga}en co) Omaha, Neb. 
$ 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 
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YOU PUT THEM ON 
THE COUNTER.... 
WE DO THE REST! 


SILVER 
LAKE 


OFFERS... 


MORE Quality! 


Designed-to- 
MORE sell packaging! 


MO R © National 


Advertising! 


RESULT? 
MORE Satisfied 


Customers 


gr00x - VISPLAY 


=_— oe 








These 3 sales leaders 


SILVER LAKE 


The quality clotheslines and cords of 
many uses 


SILVER LAKE CO. 


ESTABLISHED 1858 
THE FIRST MANUFACTURERS OF 
BRAIDED CORD IN AMERICA 


BOSTON 1 MASSACHUSETT 
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DENVER POT & KETTLERS PLAN CONVENTION 


FORMULATING 
PLANS for their 
National Pot & 
Kettle Club Con- 
vention at the 
Stanley Hotel, 
Estes Park, Colo- 
rado, are the 
members of the 
Denver Pot & 
Kettle Executive 
Convention Com- 
mittee. They are: 
left to right, Ken- 
neth J. Dahm, 
National Public- 
ity Director, W. 
G. Cline, Convention Chairman, Mr. Allen B. Carpenter, National President and 
Mr. Cecil H. Boyd, Convention Secretary. Convention is to be held June 23 to 27. 


SAN FRANCISCO BUILDERS HARDWARE GROUP ELECT 


More than 50 members of the Builders Hardware Club of Northern Cali- 
fornia met January 15, at St. Julien’s restaurant, San Francisco, for their 
regular dinner meeting and election of officers. Following the year-end reports 
by the retiring officers, the following were elected and installed as 1957 offi- 
cers: Tom O’Neill, Russell and Irwin, president; Lew Cline, E. M. Hundley 
Hardware Company, San Francisco, vice president; Lee Cotterel, California 
Builders Hardware Company, San Francisco, secretary; Fred Coholan, The 
Stanley Works, treasurer; and Bob Murphy, Progress Lumber Co., Redwood 
City, Sergeant-at-arms. 

Program for the coming year was discussed and included plans for a 
second Builders Hardware School patterned after the highly successful course 
conducted last August at San Francisco State College, by the club. 

James R. Bair, Bair’s Hardware, San Mateo, Calif., the outgoing president, 
was presented with a hinge plaque by F. E. Hay, on behalf of his firm, C. 
Hager and Sons Hinge Manufacturing Co., in token of his faithful services to 
the club. 


Sales Course at Garden Show 


A short course in sales methods and 
store planning was the outstanding 
feature of the 16th National Garden 
Supply Show held at the New York 
Coliseum on February 17-19. Dealers 
from 17 states attended the course 
which covered methods of increasing 
sales and bettering public relations. 

Two outstanding Cornell University 
scientists presented a sales training 
course, based on a year-long study of 
garden center operations, making use 
of records and booklets illustrating 
sales-producing methods. 


Wholesaler Closes Out 
Portiand Operations 


PORTLAND—Woodbury Hardware 
Company, wholesale hardware firm, is 
being liquidated by Schnitzer Steel 
Products Company. Liquidation is ex- 
pected to be completed before March. 

Schnitzer Steel Products Company 
acquired Woodbury Hardware Com- 
pany and Woodbury & Company, in- 
dustrial steel and mill supplier, last 
May from Adsco Northwest, Inc. 

Woodbury & Company will be con- 
tinued and expanded according to Gil- 
bert Schnitzer. Only the hardware di- 
vision is being terminated. 
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JUST SLIP IT ON! 


iS 


GRIPP-STRIP* BRONZE DOOR SHOE 


Self-fastening and adjustable from '«" to %/e", 
it closes sill crack. 


DON'T MISS SEEING AND STOCKING THIS OUT- 
STANSING WOW SRONES WEATHOnSTES LMS FOR TRANSPARENT ZIP KIT! 


What a kit to own, and what a gift idea! Fits hip 
- * pocket, tool box, glove compartment—any 4” x 8!” 
STIKK STRIP BRONZE FRAME STRIP space! Clear plastic side shows off the quality XCELITE 
Self-fastening for door or window frames. Quickly tools inside—you can’t beat it for a ready-made display. 
and easily attached without tools, nails, or skill. eae Weak Nandy super ls saute eeng AeSLIe 
Vastly better. Provides a professional-grade job at 9 , : 

° This CK-20 kit contains the big, k - 
one-third a contractor's price. Efficient and sightly. ane the Dig, Ducky XCELITE han 





die with these quick-change precision-pointed blades: 
NOTHING REMOTELY LIKE IT 


No. 1 Phillips and 3/16” regular screwdriver 
Expertly made, responsibly guaranteed, it opens 
volume weatherstrip sales to you. Send for the good 
news today. 


ADHESIVE METALS COMPANY 
1112 West Hillcrest Blvd., Inglewood, Calif. 


* US and Foreign Patents Pending 
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No. 2 Phillips and 4” regular screwdriver 
Combination handle is also a 7/16” nut driver! Write 


today for prices and details! 


XCELITE, INCORPORATED 
Box Z Orchard Park, N. Y. 
In Canada: Charles W. 


Pointon Ltd., 6 Alcina 
Ave., Toronto, Ont. 

















Get Ready For 
SELF-SERVICE 


To get the full advantages out of a self- 
service type of operation, layout, fixtures, 
and special departmental arrangements are 
necessary. 


OUR STORE IMPROVEMENT KIT... 

will help you to achieve the kind of set-up 
you want when you change over to self- 
service. 


It contains a large graph sheet and scaled 
modules, representing table and wall fix- 
tures, along with many ideas and complete 
instructions for effecting changes in store 
layout, full modernization or step-by-step 
improvements. Our readers may procure 
this valuable kit for one dollar ($1.00). 


Just circle the Inquiry Number (Appear- 
ing below this ad) on one of the Reader 
Service Cards between pages 68 and 69 
and you will receive the kit and invoice 
promptly. 


HARDWARE WORLD SERVICE BUREAU 

















Smooth, positive action on storm and 


sit 


screen doors up to 14” thick. Protector 
chain has hold up spring. Closers are self 
lubricated and guaranteed for 10 years. 
Strong or light spring action available. 

All models available have fast latching 
feature for fast final 5° of closing to over- 
come friction of weather strip. Also avail- 
able with narrow jamb bracket that re- 
quires only 114” space between doors. 

No. 80 as above, No. 90 without pro- 
tector chain. Ask your hardware jobber or 
write us for selection and prices. 


IDEAL BRASS WORKS, INC. 


@ 250 EAST Sth STREET + ST. PAUL 1, MINNESOTA 


have 
every 
selling 
feature 
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Introducing Ocean City’s New Series of Low-Priced 


FLASH “STARLESS’’ DRAG REELS 


A profitable new reel series, carefully made of 
quality materials! Each is equipped’ with the 
fabulous Ocean City ‘‘Starless’’ Drag that gives 
rerolaryfelal mercial ice) Mm ol-1aullew slo a-leht-Me) mol -\eld-Tel tie} i 
drag without taking your hand from the handle! 
Can be pre-set below your line's breaking point 
—eliminates broken lines due to faulty ‘star’ 


settings! 


Put the “Flash” reel with a low end Montague 
rod and you've got the greatest traffic builder 


yet! 





BUILD COMBINATION SALES! 





jk 
ASK YOUR JOBBER FOR PRICE AND DELIVERY DETAILS TODAY! 


THE OCEAN CITY “FLASH” #932H “Starless’” Drag, free 
spool, heavy nickel plating, synchro-mesh gears, 
torpedo handle. LINE CAPACITY: 150 YDS. 


THE OCEAN CITY “FLASH” #939H Same “‘Starless’ Drag 
and other features as No. 932H, except: LINE 
CAPACITY: 200 YDS. 


MONTAGUE-OCEAN CITY ROD & REEL CO., PHILADELPHIA 34, PENNSYLVANIA * WORLD LEADERS IN RODS AND REELS 


Let's Look at Tackle Picture for 57 


ITH the opening of trout 

season just a few weeks 
away in most areas, activity in 
the fishing tackle department 
should pick up and gain momen- 
tum right up to opening day. 

How do prospects for this 
year look as far as merchandis- 
ing fishing tackle is concerned? 
it depends on who you talk to, 
and who and what you read. 

It seems that most people in 
a position to know, and a lot of 
dealers are included in this 
group, are spending most of 
their time trying to figure out 
how to stop chain stores and 
other firms from cutting prices, 
rather than spending their time 
trying to figure out how to sell 
enough customers enough mer- 
chandise to make enough profit 
to stay in business. 

The only time you want to 
think about the guy down the 
street, be he a chain store man- 
ager or an independent, is when 
you are trying to figure out how 
to get some of his customers 
into your store and some of the 
money that goes into his cash 
register into your cash register. 


MARCH 1957 


Steal his methods of operation 
if they will help you in your op- 
eration, but don’t waste your 
time and effort lamenting his 
existence. 

What do the chains and other 
“big operators” do that might be 
copied by you to increase busi- 
ness in your own operation? 

For one thing, they usually 
limit their lines to those that 
can be moved in sufficient vol- 
ume to assure a profit. As an 
independent hardware dealer 
with a sports department, you 
too can limit your lines to those 
that have sold the best in the 
past. If a line, or even particu- 
lar models, are just using up 
space and tying up dollars, drop 
it like a hot potato and concen- 
trate on knowing and selling 
that which you have been sell- 
ing. 


Money is made in Selling; Not in Buying 


Another thing that this com- 
petition, that everybody in the 
tackle business is aware of, is 
that profit is made on turnover. 
They don’t concentrate their 
major efforts on getting an ex- 


tra five per cent discount. In- 
stead they buy merchandise that 
can be sold, and then concen- 
trate on selling it. Here again 
the hardware dealer can steal a 
page from their book and turn 
his attention to selling rather 
than buying. If you don’t be- 
lieve that selling is the most im- 
portant aspect of any retail es- 
tablishment, just get a pencil 
and paper and figure up what 
one more turn per year in fish- 
ing tackle would mean to you in 
extra profits and then figure out 
what an extra five or ten per 
cent discount on your tackle in- 
ventory would mean and see 
how you come out at the end of 
the year. 


Local Advertising Sells on the 
Local Level 


National advertised lines that 
are “hot” on the local level are 
very much to be desired. But, 
they are to be desired only if 
they are selling well in your 
area and not just because they 
are nationally advertised in con- 
sumer magazines. And, while 
national advertising will prob- 
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ably make it easier in some in- 
stances to sell a particular cus- 
tomer a specific rod or reel, it is 
local advertising that pulls cus- 
tomers into your store or into 
the store of your competitor. 

The advertising that is used 
by the “cut-throat boys,” as they 
are often called, is the very same 
type of advertising that the 
average hardware store can 
turn out and can afford. They 
put together packaged deals, a 
rod, a reel, some line and a few 
lures, with a price tag on it, and 
build their ad around it with 
single items of merchandise 
priced at the full price at which 
that particular store is selling 
these items. The ads are not al- 
ways large and quite often the 
sports department ad is part of 
an overall store ad. All of this 
the average hardware store can 
do. About the only thing that 
they do, and this is the secret of 
their advertising, is that they 
are consistent in their advertis- 
ing. 

It Boils Down to This 
Despite all of the headaches 


and problems posed by price 
cutting and the spreading of 
tackle business into all types of 
retail establishments, the deal- 
ers who are concentrating on a 
few fast selling lines, who are 
concentrating on selling rather 
than buying, and who are doing 
a consistent job of advertising, 
are still moving enough mer- 
chandise to show a worthwhile 
profit. 

On page 86 we have included 
a couple of tables showing a 
breakdown by states of the 
hunting and fishing license hold- 
ers in the 11 western states for 
the fiscal year ending June 30, 
1956. This should be of aid to 
you in determining how many 
fishing or hunting customers 
there are living within the bor- 
ders of your state as well as the 
prospects for selling out-of-state 
hunters and fishermen who buy 
non-resident licenses. 

When we add up the total fish- 
ing licenses sales for the 11 
western states we find that last 
year there were 2,990,015 resi- 
dent holders and 447,369 non- 
resident who purchased licenses 


Let's Go Fishin’ 


in these states. This makes a 
total of 3,437,384 potential cus- 
tomers in this area for fishing 
tackle. Anyway you look at it, 
that is a lot of customers even 
if they are spread over as large 
a geographical area as the 11 
western states. 

Area rainfall reports indicate 
that the lack of rain and snow 
at this date will hurt next year’s 
fishing unless March and April 
showers and snow pack is above 
normal. While this don’t make 
the individual fisherman happy 
he will probably spend just as 
much money for gear as he 
would otherwise. Below normal 
fishing conditions will probably 
improve sales of flys and lures 
as fishermen try improving their 
luck under below normal fishing 
conditions. 

One thing you can almost bet 
on, there will be just about as 
many fishermen out buying gear, 
and out on lake and stream as 
there was last year, and that 
either you or your competition 
will be selling about the same 
amount of gear as last year. 


Sales Boosters 
For Spring... 


TROUT SEASON opening date is boldly proclaimed by a 
large strip sign against a yellow background in the window 
of the Walter Byde Hardware Company, Fresno, California. 
Other features of this eye-catching display were: a fish 
net holding a large fish draped the wall, a card in the front 
section read, “Headquarters for fishing supplies,” in a case 
at the entrance of the sporting goods section were many 
photos of good catches made the previous season, together 
with the flies and lures instrumental in the catches. Fish- 
ing supplies of every kind were shown on the floor and in 
open cabinets. This is another example of how inexpensive 


displays may still be attractive and of great value to the 
merchant. 
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this window display at the Washington Hardware Com- 
pany, Tacoma, Washington. In the window was arranged 
a background showing a wide expanse of country with a 
number of streams, with the entire panorama framed in 
pine branches. Superimposed on the background was a 
huge fish, while below a four-shelf fixture held a wide 
variety of small items for the angler. Sportsmen’s clothing 
and sleeping bags were also featured and tie-in newspaper 
advertising followed the seasonal trend with descriptions 
of items and prices usually quoted. Each month a folder, 
“Outdoor Trails and Fishing Calendar” is sent to all names 
on the list of sporting goods patrons keeping the store con- 
stantly in mind. 
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emington Dealer Letter 


TODAY’S FASTEST - SELLING 
AUTOLOADING SHOTGUN NOW 
IN ALL 3 POPULAR GAUGES 


$136%* 





Remington announces new 


**Sportsman-58”’ in 16 and 20 as well as 12 gauge— 
all with ‘Quick Change”’ barrels for extra sales 











Phenomenal success of new 
Remington “Sportsman-58” 
due to “Power-Matic” action 


>» One of the biggest sales points you can 
make for an autoloading shotgun is de- 
pendability. And the combination of 
Remington ‘‘Power-Matic’’ action and 
‘*Dial-A-Matic’’ load control in the 
‘*Sportsman-58”’ gives you an exclusive 
dependability story. 


> ‘‘Power-Matic’”’ action softens recoil 
without compromising balance, weight 
or power. 


» ‘‘Dial-A-Matic’’ load control in com- 
bination with ‘‘Power-Matic”’ action puts 
at the shooter’s fingertips an exact ad- 
justment for optimum performance with 
every one of the big selection of loads 
available today—so the ‘‘Sportsman-58”’ 
functions more dependably. 


Make sure your customers know all 
these facts on dependability—verified by 
shooters and hunters all over the United 
States. It’s a sure way to sell even more 
Remington ‘‘Sportsman-58”’ autoloaders! 


**Sportsman,’’ ‘‘Power-Matic’’ are Reg. U. S. Pat. Off. by 
Remington Arms Company, Inc., Bridgeport 2, Conn. 


*Price subject to change without notice 








The new Remington autoloading shotgun that proved the 
biggest firearms sales sensation of the year is now headed for 
even wider success. Remington has just announced availability 
for delivery of the “‘Sportsman-58”’ in 16 and 20 gauges, with 
all the features that have made it the nation’s number-one 
seller in 12 gauge. 


This opens up a big new market for you, since the Rem- 
ington “‘Sportsman-58”’ is the only gas-operated autoloading 
shotgun in all three popular gauges! 


And, as a further sales plus, all three gauges have the Rem- 
ington ‘‘Quick-Change”’ barrel feature that gives you extra 
profits through sales of extra barrels. All Remington “‘Sports- 
man-58”’ barrels, of whatever length, style or boring, are 
instantly interchangeable within each gauge for different 
kinds of hunting. 


Check all these exclusive features: 
e Only the Remington ‘“Sportsman-58” offers ‘“‘Power-Matic”’ 


action that reduces both weight and recoil without compromising 
balance. 


e Only the Remington “Sportsman-58” offers “‘Dial-A-Matic’”’ 
load control—for utmost dependability with any of the wide 
variety of today’s shotgun shells—from field and target loads to 
standard-length Magnums. 

e Only the Remington “‘Sportsman-58”’ has such perfect fit and 
balance for fast, natural pointing. Ask the man who shoots one! 


e Only the Remington “‘Sportsman-58”’ is so fast-loading—3 shells 
in 3 seconds . . . or has handsome new Remington wood and metal 
finishes plus beautifully inscribed receiver . . . at no extra cost. 


The new Remington “‘Sportsman-58” truly sells itself. And 
now it will sell to even more of your customers. 


We are an industry Sponsor 


fnrha) Advanced Course in 


Hardware Retailing 
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Hunting and Fishing License Sales Set All-Time Record 


New records in the number of 
hunting and fishing license hold- 
ers were set during the fiscal 
year ending June 30, 1956, ac- 
cording to Fred A. Seaton, Sec- 
retary of the Interior. Fish and 
Wildlife Service compilations 
show, Secretary Seaton said, 
that during the year there were 
33,163,831 hunting and fishing 
license holders in the United 


States. This was an increase of 
117,470 over the previous record 
set in the fiscal year ending June 
30, 1955. 

An increase of 270,296 hunt- 
ing license holders were respon- 
sible for the new record. Fish- 
ing licenses decreased by 152,- 
826 during the 1956 period. In 
spite of the drop in fishing 





State 
Arizona 
California 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 


Resident 


Washington 
Wyoming 





Paid Hunting License Holders 
in the 11 Western States 
Non-Resident 


license sales, fishing is still the 
most popular sport. A total of 
18,701,983 licenses were sold for 
angling compared with 14,461,- 
848 for hunting. Conversely, the 
hunters paid the greater amount 
for licenses, tags, permits, and 
stamps, $46,638,220, in compari- 
son with $42,149,674 spent by 
fishermen for licenses, permits 
and stamps. 





Paid 


State 


Arizona 
California 
Colorado 


Nevada 
New Mexic 


Wyoming 











Right Sizes...Right Lengths 
for Guy Wires Clotheslines Industry 
DAVIS GALVANIZED 


TWISTED WIRE STRAND) 


in the 11 Western States 


Washington 


Fishing License Holders 


Resident Non-Resident 


1,303,256 
237,524 


oO 











50’-100’ coils in 
continuous lengths 


1000’ center unwinding 
tangle-free coil 








TABLE OF LENGTHS AND SIZES 





Approx 
Breaki 
No Strength (ibs ) 
260 











Standard outside 
wound on spool 


Standard outside 
wound on wood reel 

















~|-|-~3)-23)-2-53)-2- 





AVAILABLE IN THESE SIZES 








Also Manufacturers of: 


Merchant Wire e@ Stove Wire e Tie Wire e Hardware Cloth § 
Poultry Netting e Baler Wire e Bale Ties e Welded Fabric 
Stucco Netting. e Garment Hangers @ Weaving Wire 
Seizing Strand e Florist Wire e Wire Rope e Tag Wire 


K. H. DAVIS 


WIRE AND CABLE CORP. 


2226 Santa Fe Avenue Los Angeles 58, Calif. 
For Details Circle 76 on INQUIRY CARD 
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how two versatile 


CALIBERS 


can increase 


Take 1956’s most popular big-game rifle— 
S . the Savage 99. Add two versatile calibers— 
YOU ( Dil ng the .250-3000 Savage and .243 Win.—and 
you've got a combination that can boost 
your Spring and Summer sales. 


& Su aa mer sqles The high velocity .250-3000 Savage is tops 


for flat shooting and long range accuracy. 
Available in 87 gr. for varmints and small 
game... 100 gr. for deer and other 
medium game. The new .243 Win. in 80 
3 GREAT MODELS and 100 gr. gives fine accuracy and energy 
at extreme ranges. Excellent for varmints, 
deer, antelope and other medium game. 





A 99 in either of these great calibers will 
oer SrA ive your customers all they need for 
The lightest big game rifle made—about 6% Ibs. & y y 
Has 22" tapered barrel for fast handling . . . drilled Spring, Summer and Fall shooting. And 
and tapped for popular top-mount ’scopes and ’ , 
aperture sights ... medium-high comb stock for you I be set for sales all year round. 
‘scope or iron sights. $116.75 (retail) In addition, Savage 99’s are also 
chambered for .300 Savage, .308 Win. 


and .358 Win. 





MODEL 99-EG 

America’s favorite lever-action big game rifle. 
Checkered walnut stock and distinctive schnabel 
fore-end. Receiver drilled and tapped for popular 
top-mount ’scope and aperture sights. 24" barrel. 
$113.65 (retail) 


STOCK «+ DISPLAY + SELL 
the fastest selling rifles and shotguns in the world 
—Savage, Stevens and Fox. 


Savage 


TRADEMARK 





SAVAGE - STEVENS + FOX FIREARMS 


MODEL 99-R ALL PRICES SUBJECT TO CHANGE... SLIGHTLY HIGHER IN CANADA 
Features semi-beavertail fore-end and high comb stock 

especially designed for use with ‘scope sight. 

Receiver drilled and tapped for popular top-mount 

’scopes and aperture sights. 24" barrel. $116.75 (retail) SPORTING ARMS DIVISION, SAVAGE ARMS CORPORATION, CHICOPEE FALLS, MASS. 
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SPORTS NEW PRODUCTS 





250 — OCEAN 
SPRAY or fresh 
water, this beau- 
tifully engineered 
spinning reel will 
meet the demand 
for highest qual- 
ity at the lowest 
possible price. 
The “Capri” car- 
ries a basic hous- 
ing of aluminum 
finished with 
handsome c har- 
coal baked en- 
amel. Reel has 
ultra - rapid re- 

251 — CARE- trieve of 3.65 to 

FREE FISHING 1. — Commerce 

is made possible Pacific. 

with this “Plas- 

Tak” corrosion 

proof, rustproof, 

impact resistant 

plastic tackle 

box. Box contains 

three cork - lined 

cantilever trays 

and ample room 

alongside trays 

for reels and 

other gear. Di- 

mensions 1514” 

long by 634” deep 

by 644” wide— 

Plano Molding. 


Lofim's TWO GREAT AIDS 


TO FISHERMEN 


P 
Le 
td 


WORLD’S 
LARGEST SELLING PLUG 


OVER 18,000,000 SoLD 


SPORTS PROMOTION of the MONTH 


(Scheduled on our calendar, 
page 50, for April 6-12) 




















Me“ Hithcake 


WATER 
LURE 


W Sensational ! 
HELIN TACKLE COMPANY 
ATALOG 


4099 Beaufait Detroit 7, Mich. 
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OBJECTIVE: Is to get the jump on competi- 
tion with a promotion of all types of staple balls 
and allied sports gear that is usually pushed a few 
weeks later in the season. 


WINDOW—Graduating sizes of balls, starting 
with the largest beach ball and working down to 
ping pong balls, can be used to create the center 
piece around which all types of sports gear is ar- 
ranged. To fill out the basic idea as shown above, 
the window should have baseball gloves, uniforms, 
shoes, catchers masks, bases, batters plate, and 
all other gear of this type that is stocked and that 
can be fitted into window. Each type of ball can 
be labeled if this seems desirable. 


ADVERTISING—This type promotion, espe- 
cially when it jumps the season by a few weeks, 
will need the help of newspaper advertising, as 
well as radio and direct mail if possible to make 
it a better than average promotion. If the budget 
is limited a few spots run in the classified section 
of your local newspaper announcing the sale and 
the wide selection of merchandise could be used 
to help put the merchandising event over. 
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DISPLAY TOP has been added to 
stock carrying island at O’Malley’s 
Lumber & Hardware, Phoenix, Ari- 
zona, to boost cabinet hardware sales. 


Step and Sales 
Saving Display 


The regular hardware gondola 
display at O’Malley’s Lumber & 
Hardware, Phoenix, Arizona, al- 
lows each piece of cabinet hard- 
ware carried on that island to 
be displayed at convenient ex- 
amination level. A sticker show- 
ing the price, stock number and 
location is placed beside each 
item. 

The display top is 14” high 
and cabinet hardware is mounted 
on both sides of it, giving cus- 
tomers a chance to examine all 
of the types and finishes so that 
they may decide for themselves 
just what they want. 


Time is saved for salesmen as | 
the stock is right there on the | 


sales floor and there isn’t oppor- 


tunity for the customer to | 


change his mind while the sales- 
man is getting his order from 


the back room. Conservation of | 


stockroom space and the boost- 
ing of customer-eye appeal lends 
additional merit to this attrac- 
tive and practical island display. 
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| NEW Mossberg 22 cal. 


“Look Bub- 





Well | say its 
a Target Rifle” 


7-shot bolt ac- 
tion clip repeat- 
er with ramp 
front, rear open 
and hinged peep 
sights 


Double purpose 
— that’s the new 





‘eee P 
Att LLY 





FREE... 


Catalog 

showing these and all 
other Mossberg rifles, 
shotguns, scope 
sights and Covey 
hand trap. 


JJ 
3 


mark-up 


for dealer on 
all Mossberg 
models 


140B. A light 

weight, easy han- 

dling, quick sight- 

ing Sporter. Plus 

target features — 

cheek piece, adjust- 

able trigger pull, 

grooved trigger, eight 

sighting combinations 

—perfect for junior club 

orscholastic target shoot- 

ing. And you just can’t 

beat Mossberg barrels for 
accuracy. 

Model 140B is loaded with 

desirable features. Better 

have it. Sales “explode” on 

sight. 

Run, phone or wire (don’t 

walk) to your Mossberg dis- 

tributor for this new number. 

It'll go like hot-cakes. We guar- 

antee the quality. And remem- 

ber—on Mossberg the dealer gets 
334% mark-up! 


*$1.00 higher West of Rockies 


ossberq 
for accuracy 


O. F. MOSSBERG & SONS, INC. 
71703 St. John St., New Haven 5, Conn. 
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FISHING EQUIPMENT 


Fishermen of every type have long 
regarded Old Pal as high quality equip- 
ment they can rely on; equipment that 
will give them years of enjoyable, 
trouble-free use. 

Dealers have found Old Pal to be a 
best seller, year after year. The Old Pal 
name brings new customers in... 
keeps old customers coming back. 


Favorites 





SPORTS SHORTS 


Named 
Savage 
Arms 
President 


Joseph V. 
Falcon 


Joseph V. Falcon has been elected 
president and general manager of 
Savage Arms Corporation, succeeding 
Frederick F. Hickey, who submitted 
his resignation for reasons of health. 
Mr. Falcon joined the firm in 1950 
as sales manager of the Firearms 
Division and was named a director 
in July 1953. He was elected vice 
president and director of sales in 
April 1955, and vice president and 
assistant general manager in June 
of this past year. 





WATERFEED 


Water soluble cartridge type fertilizer. 2 for- 
mulae, 30-10-10 and 15-40-10. No lawn 
burn. Leaf feeding. Box of 20 cartridges 
$1.00 or in bulk pack. 


aS 
a? WATERSPIKE 


Amazing model 553—2 
way watering device. 
Waters overhead or 
flip valve for sub- 
surface irrigation di- 
rectly to roots. 

$4.90 ea. | 








WATERFEEDER 


Model 954. Applicator for cartridge 
type fertilizers. Attaches easily to fau- 
cet or hose. Use any watering device. 
Fertilize while you water. $1.99. 


SQUARESPRAY 


Famous model 433. 
It gets the corners. 
Hookup in tandem or 
use to fertilize while 
you water. $2.95. 


No. 370 
Plastic 
Tackle Kit 


Ideal for spin 
fishing. Features 
two clear plastic 

hinged lids with positive locks that open indi- 
vidually. Lures are clearly visible at all times. 
New style piano type hinge guards against 
breakage. Equipped with belt loop. Sixteen 
compartments. 


MOVES — The Old English Foam 
Float Company, Inc., formerly of 
Corpus Christi, Texas, has moved to 
Richmond, Virginia, according to Lud 
H. Kimbrough, Jr., new president of 
the concern and also secretary-trea- 
surer of the Ideal Fishing Float Com- 

| pany, Inc. 
No. 10 Kidney Ney | . 

Shape Bait Box 
Heavy gauge, one-piece 
steel body. Hinged steel — 
lid. Green enamel finish. 


Belt loop fastens without 
opening belt. 


PROEN 
PRODUCTS CO. 


9th & GRAYSON «+ BERKELEY 10+ CALIFORNIA 
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Your Jobber has _..... 
FULLER money- making | 
specials like this i, 


No. 15-10 GF 

Minnow Bucket 
Galvanized, floating model. 
Two-Piece, Round, Perfo- 
rated Inner Pail. Comfort- 
. able, full-size wood grip on 
handle. Positive acting 
clasp locks lid tightly. 

10-qt. capacity. 


A complete Self-Service 
“Screwdriver Dep't" 
on a hang-up rack! 
100 Screwdrivers Individually 
Carded and Priced 


Fuller's Sumeee #100-SS Assort- 
ment . . . 25 of the most pop- 
ular vet, "ieclating Phillips- 
type. All with cadmium blades, 
amber plastic handles, blister- 
proof domes. Retail from 15c 
to 85¢ each. 
Heavy Metal Hang- Up Rack (a 
$10.00 value) is free. You pay 
only for stock. 


ORDER TODAY... 
and ask about 
other Fuller Specials, too! 


No. 10F Air 
Feeder Bucket 
Round; solid fiber cover. 
Strong, welded steel wire 

frame. 10-qt. capacity. 


No. A6S Galvanized 
Wading Minnow Can 
Oval shape; galvanized 
steel body. Deep drawn, 
perforated lid with con- 
venient handle. Equipped 
with 48” adjustable 
shoulder strap. 2-qt. : 

capacity. . bi, ahaa ; ee, 

Order your profit-building OLD PAL — . 


~ ae. [i FULLER | TOOL COMPANY, INC. 
OLD PAL, INC., Subsidiary of < ; ve = 3522 Webster Avenue, New York 67 


Animal Trap Company of America ee ermeveers of 
Lititz, Pa. » Pascagoula, Miss. « Niagara Falls, Can. | bans a) oe =r ie = 
For Details Circle 63 on INQUIRY CARD For Details Circle ‘82 on INQUIRY CARD 
90 


Wlilela te) Soleil -Melulel tamilelalell mm) 





HARDWARE WORLD 





TRIPLE PROMOTIO 


i> 


DAISY’S OWN PROMOTION 


New free Daisy Spring Promotion Pack- 
age for April, May, June display may be used alone 
or to augment IRHA or NSGA Kit. Daisy’s new-style 
national advertising also runs in the same period. 


30,000,000 comic books in April, 

May, June carry two Daisy ads— 

one to Dads, one to juniors. This, 
RY } plus page Daisy ads in March Out- 
» : door Life and June Boy’s Life— 
represents Daisy’s biggest spring national advertising 
campaign. Models featured in ads: 98, 25, 94, 1094. 


FREE DAISY PROMOTION “PACKAGE” 


Consists of: 1 Pyramid " 
Gun Display (cowboy KEAL SH OOTIN FUN 
hat size) die-cut to hold aes 
any Daisy and Card; 1 : 

Display Card for Pyra- 

mid illustrating 98, 25, 

94, 1094; 1 Ad Mat pic- 

turing 98, 25, 94, 1094. 

Package to be shipped 

March 15. Send coupon. 


MODEL 98 SHOWN ON DISPLAY 


DAISY MANUFACTURING 





{oa 


PAYS TO Pilar 
cS 


NSGA 


Daisy is buying 2 Participating 
Units in the 2nd Annual NSGA 
Spring and Summer Sporting 
Goods Promotion (May,June). 
Order your Merchandising Kit 
now from NSGA—cash in. 


PLUS SPORTS ILLUSTRATED ADS 
Two ads on 98 Eagle 
Air Rifle and harm- 
less 960 Smoke Rifle 
appear in NSGA’s ad 
May 27 Sports Illus. 





Y 


PLUS BOYS’ LIFE PAGE AD! 

om, Daisy’s page ad June 
\ Boy’s Life shows 98, 

\ 25,94,1094—in same 


re issue NSGA ad runs! 


COMPANY 


DEPT. 3637 —PLYMOUTH, MICHIGAN, U.S. A. 
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§ Independe nt @ 
“Y HARDWARE 
STORE 


~~ a 


IRHA 


Daisy has scheduled full Par- 
ticipation in the famous IRHA 
Hardware Week Promotion 
April 25th toon May 4th. 
Order your Free Merchandis- 
ing Kit from IRHA—cash in. 


PLUS AD IN THE POST z 

April 27 Post carries POST => 
IRHA ad section with S 
Daisy’s 98 Eagle ad 

in it. Five millior 

parents will see it. 


PLUS AD IN FARM JOURNAL 
Daisy’s 98 Eagle ad ig 
will be in May Farm G 
Journal IRHA section. ‘y 
3,400,000 readers. | 
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wouldn’t 
drive a 


1916 car-- 


why put up with 
old-fashioned brooms? 


The FREEWAY Push 
Broom is as modern as its 
name. It is keyed to the 
needs of latest highway, 
commercial, home and in- 
dustrial maintenance. Its 
Duratex plastic fibres are 
impervious to commonly- 
used petroleum and caustic 
products, and they actually 
pick up dust by magnetic 
action. By actual test, FREE- 
WAY brooms wear three 
times as long as convention- 
al brooms. Ask your jobber 
for FREEWAY and these 
other fine APB products: 


Contractor Brooms + Barn Brooms 
Lawn Brooms +« Wooden Squeegees 
Broom Handles - Custom Made 
Brushes 


AMERICAN 


PUSH BROOM CO. 


114 FERN STREET 





| 
| 
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MORE NEWS 


Heads 
Three 
Tait 
Market- 
ing 
Divisions 


Frank G. 
Hickey, Jr. 


Frank G. Hickey, Jr., general sales 
manager of The Tait Manufacturing 
Co. for the past year, has been made 
a vice president. Mr. Hickey joined 
the local company in May, 1953, as a 
district sales representative, and be- 
came Northern Regional sales man- 
ager in March, 1955. He was promoted 
to assistant sales manager, then to 
marketing manager, before becoming 
general sales manager in December, 
19565. 

He currently heads Tait’s three 
marketing divisions: Rapidayton, 
Commander, and the newly-formed 
Taitco. The first two of these divi- 
sions sell through trade channels to 
the consumer, while the third sells 
through trade channels to industrial 
users. 


Choate 


SAN FRANCISCO — The Eric F. 
Chemnitz Company, manufacturers 
representatives firm, has announced 
that Daniel B. Choate is now asso- 
ciated with the firm in their Los An- 
geles office. Mr. Choate, who has had 
wide business experience in various 
merchandising fields, will be contact- 
ing firm’s accounts in the Southern 
California area. 


Ames Tells New Appointments 


O. Ames Company has announced 
the appointment of two new assistant 
sales managers, they are; Mr. James 
Campbell, formerly district sales man- 
ager of the midwest territory, and 
Mr. J. Brunson Williams, formerly 
district sales manager of the Metro- 
politan New York area. 

Both Mr. Campbell and Mr. Wil- 
liams will be associated with the Tool 
Division of the 182-year-old manufac- 
turing company. 














this plier... 


Taleo mm £0) 0 id & & 
j= as 


CHAN wey LOCK 


\ 


SELL THE COMPLETE CHANNELLOCK LINE 


‘A sale is in the making every 
time your customers “‘heft’’ a 
Channellock 420 plier. The rea- 
son? No other plier does so many 
jobs so well. It grips any shape 

. of any size (%” thru 1%”) 
... with a grip like a pipe wrench. 
This all ’round usefulness is the 
reason why more and more house- 
holders . . . as well as mechanics 
. .. want and buy Channellock 
420. So make the Channellock line 
your plier line ... and let the 
Channellock 420 lead the way to. 
greater profits for you. 


Mational Advertising 


preference 





CHAMPION DeARMENT TOOL COMPANY 
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IN MEMORIAM 





JAMES L. EMIGH 


SACRAMENTO, Calif—James L. 
Emigh, 57, son of the founder of a 
Sacramento hardware store, died Jan- 
uary 3, following a lengthy illness. He 
entered the business world when he 
went to work for his father in the 
Emigh - Winchell Company, Sacra- 
mento, following his graduation from 
school. In 1931 he joined the office 
staff of the John Breuner Company. 
He later became a salesman in the 
restaurant equipment department and 
for the past 10 years had been a sales- 
man in the furniture department. is 
He is survived by his widow, Ilda; ‘ 
and a daughter, Mrs. Jacqueline E. 50 Foot Roll, 18” Width 
McGivern, of Sacramento. No. 16 Gauge, 2” x 256’ Mesh 


COMPLETE WITH 
WILSON CASE 14 SLIP-IN STAKES 








Wilson R. Case, 69, owner of Case M NCING th | ] 
Hardware Company, 2109 Del Paso i MORE SELL APPEAL 
Boulevard, North Sacramento, Calif., The HO E FE Ww 
died on December 25. eles tie 

Formerly in the drug business in | Rtas. f af EASY TO SELL... 
Minnesota, he moved to California © because it’s easy to put up . . . even ladies 
34 years ago and settled on a ranch. 8 % Easily removed can slip stakes easily into hard or rocky 
Five years later he started in the | oa ground. 
hardware business. 

e because it costs you less and can be sold for 
Makes attractive 


trellis much less than any comparable fencing. 
for garage, % rem, 


porch, ; - Ht * ¢ @ because its smaller mesh — 2” x 25%” — is 
breezeway. a, 


Se ee ee better looking, gives greater protection. 
ANOTHER FAST SELLER FROM BEVIN : 
THE NEW BELL z LF i e because its Galvanized after Welding for 


RUMPUS more rust resistance, longer life. 
© For the Rumpus Reem @ MORE PROFIT PER SALE — Costs 33% less than old-style fencing to give 


e For the Den you a bigger profit margin per sale. 


© For the Kitchen 50 foot unit means you lose no time — or profit. There’s no cutting — no fuss 
© For the Living Area — no bother! 
© For the Sick Room 


© For the Porch MORE HELPFUL SALES AIDS — Everything to help you get faster turn- 


aloes black Steud “4 Fin Clean over ... posters in rolls that make them sell on sight . . . newspaper mats . . . 


{ise aay mod » Hr mon Naar ol - and additional posters for display. Write for free mats and posters . . . today! 
Yellow) Ash Tray Base Retail $3.95 
STOCK UP, TOO, ON Pare 
A PROVEN BEST SELLER FROM BEVIN G ard-N-Beauty GAUGE — No. 16 
THE WIDTHS — 24, 


Pano “ Sens 


BELL ¢ 50 and 100 ft. rolls — no cutting! 


¢ Easy to erect — no stretching! 





© Barbecue Bell © Come & Get It 

© Farm & Ranch e —_ ividing lines, gar- 
Bell ® Chow Down e Hos many uses — property dividing ee . 

c ell dens, basement storage, garage partitions, tur- 

Children Bell © Camp Bell key and hen pens! 

* 6-inch Solid Brass * Beautifully Polished 


* Pony Shoe Bracket %* Display Packaged 





SINCE WIR 1818 


IRE 
PropucTs 


EVIN BROS, || 


muncumccowmer f | GILBERT (eg3}} BENNETT 


- East Hampton, Conn. 


3 Georgetown 2, Conn. Blue Island, Ill. 


hae 1CuOTH 14 HIRE TINSECT SEREEHING | 
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Soles Representotives 
JOUN H. GRAHAM & CO. Inc., 105 Duane St., New York 8, N.Y. 




















Series “68” “Diamond-Arrow” with 242” and 
3” soft rubber tread wheels for home, school, 
store and institutional use. 


New packaging for 
hest selling 
Bassick truck casters 


Here’s your ammunition to go after 
an even bigger piece of the expanding 
do-it-yourself market. 

242” and 3” Bassick truck casters, 
previously sold in bulk, now come con- 
veniently packaged in sets of four units. 
They’re perfect for dollies, portable 
tables, tools, utility carts and other fa- 
vorite projects of the home craftsman. 
And now in the new heavy-duty clearly 
labeled boxes, they'll sell faster than ever. 
Especially when you keep them out on 
display along with other do-it-yourself 
items. THE BASSICK COMPANY, Bridge- 


port 2, Conn. Jn Canada: Belleville, Ont. 
7.8 


Series “61” (inexpensive 





| 
| 
| 


but rugged) with 214” | 


. and 3” “Biron” sintered 
, iron wheels for rough 


service in shops or ga- | 


Series “70” (swivel) and 
Series “71” (rigid — 
packaged % set per 
box). Lighter duty cast- 
ers for home utility 
carts, portable tables, 
stands. 3” Dia. soft 
rubber tread wheels. 


ADVERTISED 16 
The Saturday Evening 


Bassick 


A DIVISION OF 


oW 


MAKING MORE KINDS OF CASTERS... waning casters 00 more CRMMUNS 
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INDEX TO ADVERTISERS 





(This index is ag me as a convenience and not as a part of the advertising contract. Srany 


care is taken 


© index correctly and no allowance will be made for errors or failure to insert 





Note: Figures in parenthesis () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 64 
desiring further 
about advertisement. 


when information 


Acme Shear Company 
Adhesive Metals Co. 
Aluminum Goods Mfg. Co. 
American Biltrite Rubber Co. 
American Chain & Cable Co. 
Push Broom Co. 


American Steel & Wire Co....Second Cover, 2 


American 
Ames, O., Company ...Back Cover 
Animal Trap Co. of America ............ 90 
Ardmore Products Co. 

Atlas Tack Corp. 71 


Bassick Co., The 
Bethlehem Pacific Coast Steel Corp. 


Bevins Bros. Mf«. Co. 
(John H. Graham & Co., Inc.)......... 


Brearley Co., The 


Campbell Chain Co. 
Champion DeArment Tool Co. 
Colorado Fuel & Iron Corp. ........... 28, 
Corning Glass Works 


Cripe, A., Tool & Mfg. Corp. 


D 
Daisey Manufacturing Co. 
Davis, K. H., Wire & Cable Corp. ....... 
Disston, Henry, Div. H. K. Porter Co., Inc. & 


Dutton-Lainson Co. 


Empire Brushes Inc. 


Flash Manufacturing Co. 
Fuller Tool Co. 


General Metalware Co. 

Geyer Manufacturing Co. 
Gilbert & Bennett Mfg. Co., The 
Gilmour Manufacturing Co. 
Grabler Manufacturing Co., The 


Great Neck Saw Manufacturers Inc. 


Hayes Spray Gun Co. 

Helin Tackle Co. 

Hillerich & Bradsby Co. (3 

Holt Manufacturing Co. .......2scccccsese 51 


Hyde Manufacturing Co. 


Ideal Brass Works Inc. 


Johnson, Wm., 











K 
Klein, Mathias, & Sons 
Krylon Incorporated 


Larson, Chas. O., Co. 


M 
Marshalltown Trowel Co. 
Miller, Robert E., & Co., Inc. 
Millers Falls Co. 
Modern Tool & Die Co. 
Montague-Ocean City Rod & Reel Co..(59) 82 
Mossberg, O. F., & Sons Inc. 
Mouli Manufacturing Co. 


National Lock Co. 
New York Wire Cloth Co. 
Nicholson File Co. 


Old Pal, Inc. 
Ox Fibre Brush Co., Inc. 


? 
Plastic Woven Products Co. 
Price, E. L., Pump Co. 
Proen Products Co. 


Red Devil Tools (1) 
Regina Corporation 
Remington Arms Co. 
Richards-Wileox Mfg. Co. 


Ss 
Sandvik Steel Inc., Saw & Tool Div. ...... 
Savage Arms Corp., Arms Div. 
Savage Arms Corp., Lawn Mower 
Div. (9) 
Schlueter Manufacturing Co. 
Silver Lake Co. 
Simonsen Industries Inc. 
Strataflo Products Inc. 


era Tee Te COP eka ic cccavenaesaes te 8, 9 


T 
Tayion; &. Gi, Cem OG. nibs caviccetcsee 66 
True Temper Corp. 


Turpentine & Rosin Factors Inc. 


U 
U. S. Expansion Bolt Co. 


United States Steel Subsidiaries: 
American Steel & Wire Co..Second Cover, 2 


U. S. Steel Corp., Cyclone 
PN as <a hp ones kh esa OPO Over 


U. S. Steel Products, Boyeo Div. ....... 2 


Upson Brothers Ine. 


Warner-Lambert Pharmaceutical Co. 
Wenzel, H., Tent & Duck Co. (20)....... 2 
Wilshire Manufacturing Co. 

Wood Shovel & Tool Co., The 


Xcelite Incorporated 


HARDWARE WORLD 





DEALERS 


ECONOMICAL 

NON IRRITATING 

PLEASANT ODOR 

HIGH FLASH POINT 

LONG LEVELING (NO BRUSH MARKS) 
LONG WET EDGE (NO BRUSH MARKS? 


FAMOUS BRAND 


TANDROTINE 


PAINT THINNER 


GALS., QTS., PTS., HALF PTS. 

rr. Te 
TURPENTINE & ROSIN FACTORS, INC 
SAVANNAH, GEORGIA 


Dealers realize greater profits through faster turnover and higher markup. Stock TANDROTINE. — today ! i. aA 
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LOOK TO..: pin Saas 1£0]0) Ewe late 
paaiied an RE SPECIALTIES 


EDGER and TRIMMER 


Newest in the market, Geyer’s Rotary 
Edger and Trimmer has the features 
to make it a best seller... 
SURE GRIP TIRE TREAD 
SELF-SHARPENING BLADE 
EXCLUSIVE SPRING TENSION 
MULTIPLE USES 
GUARANTEED DURABILITY 
COLORFUL FINISH 


FOR AN EARLY DELIVERY 


3 
oe 


Model GE5 























®@ National advertising 


pilates rage GUARANTEED @ SINCE 1830 


of extra proms woh | MW Od BO). Bea, Lee 
pelea: _ BRENNER AND KENT STREETS — NEWARK 3, N. J 
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ORDER YOUR GARDEN TOOLS NOW 








Foam MARSHALLTOWN 


MARSHALLTOWN 
J 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, lIOWAB 
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10-POINT 
Merchandising-Modernization 
KIT 
HARDWARE WORLD SERVICE BUREAU 





You NEED A THIRD ARM e « @ to achieve constant store improvement, so necessary in maintaining or increasing 


patronage in your establishment. This valuable ‘'Third Arm'’ is the Merchandising-Moderniza- 
tion Kit. 

It contains a large graph sheet and scaled modules representing table and wall fixtures along 
with many ideas and complete instructions for effecting changes in store layout, modernization 
or step-by-step improvements. Our readers may procure this valuable ‘‘Third Arm"’ for only 
one dollar ($1.00). Send money order or check today. 


1355 Market St., San Francisco 3, Calif. 
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INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
booklet. Chicago School of Interior 
Decoration, 835 Diversey Parkway, 
Dept. 5513, Chicago 14. 


FOR SALE 


HARDWARE AND SPORTING 
GOODS — SOUTHERN CALIFOR- 
NIA. Clean stock, well-established— 
good lease. Under $20,000.00. Owner: 
Carl Funk, 235 West Fairview, San 
Gabriel, Calif. 


FOR SALE 


Hardware Store, well established, 
Hardware, Plumbing, Electrical, 
Housewares, Sporting Goods and 
Paint. Sales for 1956, $80,000. Inven- 
tory approximately $25,000. 30,000 
population, trading area 65,000. Good 
lease, modern building. Owner wishes 
to retire. Address Box A-890, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


FOR SALE 


Hardware, excellent business, clean 
stock and fixtures. Grossing $55,000. 
Good Bay Area location, Oakland, 
Calif. Reason, leaving local. Address 
Box A-891, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimam 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 





HARDWARE & FURNITURE. 
NO. C. KY. XInt. loc. & good prof- 
its. Well estab. Owner other inter- 
ests. Dept. 8376A. 


HARDWARE & BLDG. SUPPLY. 
E. N. C. Choice loc! Est. 30 yrs. 
Prkg. Gross $125,000. 2 trucks! 
XInt stdy clientele! Top oppty. IIl- 
ness. Dept. #8437. 


LOCK & KEY SVCE, Portland, 
Ore. Also saw rentals, Sharpening, 
etc. Main st. loc. Illness. Dept. 
# 23962. 

HARDWARE, W. New York—Top 
loc! XInt. prkg! Gross $45,000! 
Stdy accts! Expansion oppty! Dept. 
# 42377. 


CHAS. FORD & ASSOC., INC., 
6425 Hollywood Blvd., Los Angeles, 
Calif. 








Resinite Expands Plant 


SANTA BARBARA, Calif. — The 
Resinite Department of The Borden 
Co., Chemical Division, is doubling the 
size of its manufacturing plant in 
Santa Barbara, California, making it 
one of the country’s largest producers 
of vinyl plastic extrusions. 

The new addition will also provide 
a more extensive research and devel- 
opment department and increased fa- 
cilities for compounding raw plastic 
materials. 


Westinghouse Modifies Heaters 


Westinghouse Electric has rede- 
signed its line of wall electric home 
heaters in response to a need for 
smaller room accessories under to- 
day’s lower windows. All nine of its 
flush-mounted home heating units, 
from 1,000 to 6,000 watt ratings, will 
be reduced two inches in height and 
one-half inch in grill width, according 
to a company announcement. 

















National Society for Crippled Children and Adults 
11 So. LaSalle, Chicago 3 








7 sizes for every need °'9*- 


REGULAR— i exacting care from the finest steel available. Extra case: 


Excellent mirror finish, plus a heavy nickel 





REMCO 


5 OF SILE 
gor® stay Nee 


Be Sure and Stock 


oe oe 
» 
ato 995% 


One set of 4 in a 
3-color box. 12 boxe 
in a 3-color disp’ ay 


Bakelite Furniture 
Rests and Caster 
Cups. 
Shatterproof 
BIG Sellers 





FURNITURE LEVELER > 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—I" base, 4 on 
card; I'/4"", 2 on card; 
1/,"", 2 on card. Drive 
into universal socket or 
5/16" hole. 





« 





carton. 
SIZES: 12", 1/4", 7%", . 
y%", %", yj", 9”. 





Ask your Jsbber or write— 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





One set of A 
GENUINE, ORIGINAL 


DOMES ~ SILENCE 


ona 
3-color 
card 


FURN iT URE GLIDES 
RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 
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HARDWARE WORLD 





CLASSIC $1995 


8-cup, Chrome on Aluminum—Retail, 


CONTEMPORARY 
9-cup, Chrome on Aluminum—Retail $179 


POLISHED 
8-cup, High-gloss Aluminum—Retail $129 


also in Gold-Tone Alumilite—Retail $] 395 


PETITE 
4-cup, High-gloss Polished Aluminum— 


Retail, $10% 


to make the sales &@ 
you might have missed! 


MIRRO-MATIC@ 


electric pe percolators 


no dials to set! no lights to watch! 


no unnecessary weight! 


Stock the complete MIRRO-MATIC line and forget the 
almost-customers who say, ‘I guess I'll look around a little more.”’ 
You'll have the right percolator for every need, 

every preference, every purse. 

MIRRO-MATIC offers classic or contemporary styling... 
chrome, polished aluminum, or Gold-Tone Alumilite finishes .. . 
4, 8, or 9-cup sizes . . . prices from $10.95 to $19.95, at 

retail. And every one has the positive, proved, fully 

automatic action that’s simplest of all to use, surest of all to 
produce perfect coffee, cup after cup, year after year. 

Solve a// your percolator problems with one 

big name. . . MIRRO-MATIC! 


lt best Guaranteed by > 


y 8 : _ miengenet 
} E ~ 


MIRRO 


H FINEST ALUMINUM 





ALUMINUM GOODS MANUFACTURING COMPANY, MANITOWOC, WIS. 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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182 YEARS OF SHOVEL LEADERSHIP! 


MONONGAH 
Model 103—Lock Socket 
This is the strongest lightweight 
shovel produced (3% Lbs— 
Long-handled round-point). _ 
Perfect balance and “hang” 
keep this shovel in constant 


demand. Blade and bottom 


section of socket are carefully 
tempered to give proper 
hardness and ductility. 
Monongah Shovel blades are 
_ unconditionally guaranteed. 


Handles are of selected 


that built America ! 








PONY 
Model 203—Solid Shank 


Your assurance of the best in 
a solid-shank shovel. The 
blade shank and socket is 
forged from one solid bar of 
steel. The blade is tempered 
to give proper hardness and 
ductility. Pony solid shank 
shovel blades are uncondi- 
tionally guaranteed. Handles 
are of selected Northern ash 
with Burntcote finish. 








Ames shovels have helped mold 
American history. They were used 
in digging trenches at Bunker Hill, 
in constructing the Erie Canal, 
building the first railroads, shaping 
a nation out of wilderness. Ames 
shovels accompanied Byrd and 
Peary on their Polar expeditions, 
played a prominent part in every 
American war. For 182 years Ames 
shovels have been the symbol of 


quality and dependability. 


AMES BUILDS BETTER AND MORE SHOVELS THAN 
ANY OTHER COMPANY IN THE WORLD 


because Ames has always been dedicated to uncompromised 
quality in materials and construction. 


because Ames consistent product performance has led to strong 
customer loyalty. 


because Ames shovels backed by the greatest pool of shovel mak- 
ing know-how in the history of tool manufacturing. 


because Ames sells on facts and established reputation rather 
than flashy claims. 


This is why Ames is the largest shovel manufacturer in 
the world . . . and still growing! When it comes to proven 


shovel quality buy Ames with the full assurance that you 
are getting the very best. 


0. AMES COMPANY 
Division of McDonough Co. 
Parkersburg, W. Va. 


W 
C ames 


Since 


1774 
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